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seen in the smartest shops 
--- and the busiest 


Military Cord-laced ""LOVEUN™ 
by Poramount Shoe Mfg. Co. 
St. Lovis. Bolero Lost, 22/8 
Breostiock Heel. Hubschmon's 
Calf No. 571. Also offered in 
Colors 553, 594 and 500 Black. 


Wherever you see excitingly chic These qualities not only cause 
footwear being shown—and sold—  Tandrite to be recognized as a top- 
there you'll see Tandrite Calf! flight fashion favorite—but— they are 

Tandrite Calf is famous for its con- also the reason why it enjoys an 
fidence -inspiring colors, feminine, lus- enviable reputation for keeping cash- 
trous finish and lasting loveliness. registers ringing ! 


E. HUBSCHMAN & SONS, INC. 


TANNERS OF FINE CALF LEATHERS, PHILADELPHIA, PA, 
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HELP UNCLE SAM 


Buy U.S. 
Defense Savings 
Bonds and Stamps 


H™ WE ARE, back again .. . 
the “three little maids” who 
grace each distinctive Vitality national 
advertisement this spring and summer. 

You have another date with us, too! One of many, in 
fact! So look for us in the April 13 issue of Life. We'll 
be there . . . in a brilliant full-page presentation of 
Vitality white shoes. 

Keep your date with us, won't you? See how we 
presell Vitality “whites” for you. Build a window 
display around Vitality “whites,” and “whites” in com- 
binations. You'll be glad you did! 

Vitality “whites” are ultra chic this season. They 
embody everything active women demand these days— 
comfort, style, and valve. In short, Vitality white shoes 
“GO” everywhere. So don’t forget our date! The time? 
April 13! The place? Life magazine! 


WOMEN'S 


AAAAA to EEE 
Sizes 2 to 11 
$6.95 


VITALITY OPEN ROAD SHOES 


for Outdoor and 
Campus Wear 
$5.50 and $6.00 


CHILDREN’S 
Complete widths and sizes 
Priced according to size 
$2.50 to $5.50 
VITAPOISE 
Feature Shoes for Children 


Priced according to size 
and up 


SHOES 


Made by America’s Largest Shoemakers 


* 


VITALITY SHOE COMPANY 
Division of International Shoe Co. 
ST. LOUIS, MISSOURI 
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must first 


FIT THE FOOT! 


Shoes made over UNITED LASTS 
enjoy the quality of FITNESS and 
FIT. Our years of effort to produce 
and grade lasts with uniformity and 
precision have been rewarded with 
a reputation for making the best 
fitting lasts in all sizes and widths 


in the history of the industry. 


Studio 


N 


UNITED LAST COMPANY 


ae Pe Foudilaad asts 


140 FEDERAL STREET - BOSTON, MASSACHUSETTS 
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FROSTY FINISH, 
ALL- WHITE KID FOR 
THAT COOL LOOK 


POLISHED: SUNITA FLEX’: MELLO CRUSH-SUEDE 
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Again the McAlpin welcomes the shoe industry of 
America. Shoe men enjoy staying at the McAlpin 
because like smart footwear, it is styled to please 
the most exacting . . . comfortable “as your favorite 
last." Sunny, large rooms, each with a private bath. 
Sample rooms available. Conveniently located in 
the heart of the shoe center of New York, across the 
street from the Marbridge Building . . . one block 
from Pennsylvania R.R. Station and only five minutes 
to Times Square. 


SINGLE from $3.30 daily—DOUBLE from $4.95 
daily. Sample Rooms from $5.50 


“ALPIN 


A GREAT HOTEL 


BROADWAY AT 34TH ST., NEW YORK 
Under KNOTT Management John J. Woelfle, Manager 


PARTIAL LIST OF EXHIBITORS 


Air-Kushin Shoes, inc. 
Alberts <a bs 


Algy 

Allen Shoe Sean "tne. 

Altschul, Julius, Inc. 

American Girl Shoe Co. 

Ansin-Anwelt Shoe Co. 

Atlantic Footwear 

Atlas Shoe Co. 

B. and C. Shoe Co. 

Bancroft Walker Shee Co. 

Baris Shoe Co., 

Barr & Sleceatietd , ™ Mfg. Co. 
Shoe Co. 


Bata Shoe Co., inc. 
Bates Shoe Co. 
mcr, one, tee. 


Beacon Hill Shoe 
Beaudin, é., Boy Co. 
Slipper = 


Comic Sales Promotions 
Conformal Shoe Co. 


Edgewood Shoe Factories 
Edmar Footwear Co. 
Eico Shoe Co. 
Elias Bros. Shoe Co. 

Shoe Co. 


Farmington Shoe Mfg. Co. 
Fashion Bilt Shoe Co. 
Federal Shoe, Inc. 
Fern Shoe Co. 
Fitchburq Shoe Mfg. Co. 
Fleisher Shoe Co. 
Foote, John, Shoe Co. 
Form Fitting Slipper Co. 
Fourels, Inc. 

Shoe 


Good Will Slitper “Inc. 

Gordon, Reuben Shoe Co. 
Grand Slipper Co., Inc. 
Gree . $.. Co. 


Herbert Holtz Shoe Co., Inc. 
Helly Shoe Co. 
Holmes, S‘ickney & —_ Inc. 
Horn & Short Shoe Mfg. Co. 
Huiskamp Bro's 
Hyde, A. R., & Sons, Co. 
Jacobs, A., & Sons, Co. 

Sh fg. Co. 


Co. 
Johnson-Stephens & Shinklo Shoe Co. 
Keith, Keith & McCain 


Shoe 
Kloleert 1. B., Rubber Co. 
Klev-Bro. Shoe Co. 


Kerone si - Pa 
"Corp. 


Shoe Co. 


Footwear 
Laconia Shoe Co. 
Slipper Co. 
Lebon Co. 
Levi-Weiss Sales Co. 
Lewis, Al Shoe Styles 
Liberman Shoe Corp. 


ncoin Shoe Co. 
Lipp & Hirsch Shoe Stylists 
Lorman Shoe Styiist 


eg Corp. 
Reider Shoe Mfg. Co. 
Republic Shoe 

Right Slipper Co. 
Roberts Johnson & Rand 
Rondeau, - oO. Shoe Co. 


Roth, Ravh & Heckel, Inc. 
Ruth Shoe Co. 
Saco-Moc Shoe Corp. 





Sarra Sandler Shoemokers 
Sbicca, Inc. 

Schawe Gerwin Shoe Co. 
Scholnick Shoe Co. 
Shapiro, A., Inc. 

Sibulkin Shoe Co. 

Silver Slipper Co. 

Simplex Shoe Mfg. Co. 
Slater, C. B., Co. 

Smith, G. Edwin, Shoe Co. 
Somerset Shoe Co 


Somersworth Shoe Co., Inc. 
South Barwick Shoe Co. 
Southern Shoe Mfgr's. 
Springstep, Inc. 

Stein Sulkis Shoe Co. 
Sterling Last Corp. 
Sterling Shoe Co., Inc. 
Stillman, H. C., Shoe Co. 
Superior Footwear Co. 
Taylor, E. E., Corp. 
Tupper, inc. 

Uliman, Fred, Inc. 


Vinecour Shoe Co 

Ware Shoe Co. 

Waterbury, S., & Sons, Co., Inc. 
Waverly Shoes, Inc. 

Weinstein Shoe Co. 

Wheaton Shoe Co. 

Wise Shoe Co. 
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SoME of our friends in the shoe 
business have been asking us 
questions like these: 


“Now that all heel manufacture 
is restricted to regenerated rub- 
ber, is it possible to build heels 
of good wearing quality?” 


Our answer is this: Yes, Goodyear 
is now making a heel from regen- 
erated rubber that wears satis- 


factorily. We are proud enough 
of its quality to put the Good- 


year name on it. 
“Will this heel be available in 
tan?” 


No—black only. But indications 
are that these black heels will be 


popular even on tan shoes. 


“Will there be enough heels to 


take care of all requirements?” 


Frankly, we 





FOR DEFENSE WORKERS 
Goodyear is now making 
static conductive rubber 
heels for men’s and 
women’s shoes. They are 
used by employes in 
powder plants and other 
war industries to elimi- 
nate the danger of explo- 
sions caused by electric 
static sparks. 





don’t know, but 
at the present 


> 


time we doubt it. As you probably 
know, much regenerated rubber 
is being used for war needs and 
for this reason stocks are being 
controlled and allocated. In times 
like these military requirements 


must come first. 


There will, however, be heels avail- 
able and we are glad to be able to 
tell shoe manufacturers and their 
dealers that they can still depend 
on Goodyear quality and the popu- 
larity of the Goodyearnameto give 
added sales appeal to new shoes. 


GOOD,YEAR 





MORE PEOPLE WALK ON GOODYEAR HEELS THAN ON 
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HEELS 


ANY OTHER KIND 
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MATCHED PAIRS IN ACTION! 


In a world of action CELASTIC—the quality box toe— plays an important 
part —sustaining the shape of the toe under conditions of extra hard wear 
and preserving the comfort and character in Matched Pairs that modern 
shoemaking creates with speed and certainty. 

CELASTIC adds to shoe performance by creating a durable toe structure that 


is true to the last, firm in the shoe and trim on the foot. 


UNITED SHOE MACHINERY CORPORATION 





First of a series of camera master- 
pieces of motion by the famous 
Gjon Mili, made exclusively for the 
United Shoe Machinery Corporation. 


IN THE FACTORY 
Ease of toe lasting wins the ap- 
EVERY PAIR OF SHOES MADE proval of manufacturersand their 
operators. Heat and moisture can- 
not change the structure or shape 


RESPONDS of a toe formed with CELASTIC. 


TO FEET IN MOTION .... =. 


AT THE 
FITTING STOOL 

In footwear for the war workers of CELASTIC reproducesand main- 
tains the character lines of the 


America theré is no surer protection ast; Ts eoenney Sees aera 
is appreciated by the shoe store 


man— sought after by the con- 
of toe comfort and appearance than oumer. 


box toes of CELASTIC. 


ON THE FOOT 


The wearer finds comfort and 
satisfaction in toes that remain 

BOSTON, MASSACHUSETTS as formed to the lest; in too lin- 
ings that will not wrinkle; in tip 
lines that are flexible. 























Your Front Line Service Shoes.. 


Rhythm Step 


Shoppers 


















Give Women “On Duty” a Triple 
“Lift” This Exclusive Way 





On Weightless Rhythm Treads 


For a better shoe season this year above all, put 
PLENTY of promotion behind your Rhythm Step 
Shoppers. With so many women in civilian defense 
work and other service branches, smart, low heeled 
shoes are a necessity. 

And Rhythm Step Shoppers give you an extra 
selling advantage! Smart, lightweight high styles 
—with the triple support of weightless Rhythm 
Treads to ease the strain of walking and standing 
—at heel, arch and ball of the foot! 


Feature Shoppers for Smart Service! 
The 3-Step Test for Proof of Extra Ease! 


Tell women about their extra support —in your 
newspaper advertising, your store displays! With 
smart Rhythm Step Shoppers you have a faster 
selling “‘plus’’—exclusive in your store, in your 
city. Make the most of this opportunity, now! 


Slightly Higher 
Denver and West 


* RHYTHM STEP SHOES * 


Made by JOHNSON, STEPHENS & SHINKLE SHOE COMPANY, ST. LOUIS, MO. © New York Office—616-620 MARBRIDGE BLDG. 


Boot and Shoe 





Recorder 








" 


liecorder Iga 


a dca da et Pk eh ta ie 
‘ ERAT. 





( ontents. 


Voice of the Trade 





EVERIT B. TERHUNE, President 
Vice-Presidents 
ARTHUR D. ANDERSON H. WALTER SCOTT 
BERNARD C. BOWEN 
HUGH M. BOWEN GORDON SCOTT 
EVERIT B. TERHUNE, JR., Advertising Manager 


Another A.E.F. 
Washington News Reel 


Easter Shoe Sales Forge Ahead 
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White Elasticized Maracain 

Top-Line Treatment U. S. Pat. No. 2,240,816 
68 Last 19/8 Continental heel 


TWEEDIE FOOTWEAR CORPORATION . . . - + + + + JEFFERSON CITY, MO. 
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WHO has the money? It isn’t 
turning over as fast as the huge 
government expenditures for wages 
and work would indicate. Bankers 
are unable to undersfand why it is 
that actual cash in circulation is 
declining and attribute it to the fact 
that workers are hoarding cash 
itself in dollar bills and coins. 





But don’t take that too seriously 
because money’s as loose as mer- 
cury. The first flush of having some 
on hand—all debts paid—and extra 
coins and bills in the sock soon 
gives way to the grand old Ameri- 
can habit of BUY, BUY, BUY. 
Deep in the heart of Americans is 
the growing fecling that buying 
bonds is the best insurance for not 
only winning the war but for the 
rainy day to follow. Next in line, 
to our way of thinking, would be 
buying the right shoes for the right 
use—be it work or dress; and each 
has an equal part to play in living 
life during a war period. 

From this point on, far be it 
from us to indicate or influence 
how money is to be spent, but it is 
an itchy thing and moves into the 
stream of trade, not in regular rota- 
tion, but in fits and starts of en- 
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thusiasm and that’s all to the good 
because, after all, money is just a 
measure of work done, but its turn- 
over is as unpredictable as the 
whims of women and the desires of 
men. What we do know is that it is 
keeping rolling into the pockets of 
millions more men and women 
and from that point on it is up to 
the shoe man and the merchant to 
interest men and women to spend 
some of it in their stores. 


WOMEN with money to spend, of 
their own free will, are on the in- 
crease! There will be millions 
more. Fully four times as many 





women were employed in war in- 
dustries at the height of World 
War I than are now working in 
those industries, it was revealed in 
a study made by. the Division of 
Industrial Economics of The Con- 
ference Board. 

Only half a million of the slight- 
ly more than 5,000,000 workers 
now engaged in war plants are wo- 
men. This compared with 2,250,- 
000 women so engaged out of a 
total force of nine million in the 
closing months of World War I. 
Official estimates are that fifteen 


million workers will be employed 
on war materials by the end of this 
year, thus trebling present war 
employment. If World War I ratios 
prevail, it would mean that the 
number of women in war industries 
will jump to 3,500,000. This would 
be more than seven times as many 
as are now employed on this work. 


JACK CLARK, president of the 
National Shoe Travelers Associa- 
tion, says: 

“It is not my aim to tell any 
man what to do. However, it is my 
desire to inform you that, from all 
information I can gather from 
Washington, D. C., and the auto 
and tire industries, | can see no 
alternative than conventions be 
held; and in this manner all can 
be served. 

“At conventions, you can see all 
the lines, grouped at one time. 
These conventions, gentlemen, keep 
in mind, are for business purposes. 
You, with your sizes with you, 
ready to shoot. (Forget the ‘I'll be 
seeing you, again.’) I am not say- 
ing you will not see salesmen; | 
am saying you will not see them so 











often. You know how little time a 
man can make via trians. Today, 
the car situation is too serious for 
me to mention. No traveler has 
ever meant to not service his ac- 
counts to the best of his ability, 
providing he is worthy of the name 
of a traveler. 

“Shoe buyers of America, I ask 
you to consider what I have writ- 
ten, and in this manner, help your- 
selves by seeing more lines, and 
also receive better deliveries than if 
you wait for us to call. 

“Brother salesmen, are you plan- 
ning your convention? Now is the 
time!” 

* 7 * 
ROGER WOLCOTT, executive sec- 
retary of the National Consumer- 
Retailer Council, points out to con- 
sumers that hoarders “create scarc- 
ities which otherwise could have 
been avoided. They make it difficult 
or impossible for millions of their 
fellow citizens to obtain their proper 
share of necessary consumer goods. 





Hoarders may force the government 
to institute rationing of goods of 
which there is no real shortage.” 
The Council has issued a leaflet 
which calls upon consumers to have 
faith in the ingenuity of American 
manufacturers and technicians who, 
if some products do become scarce 
or disappear from the market, can 
be counted upon to see that they are 
“replaced with products which may 
be equally satisfactory or even su- 
perior. Consumers are urged to 
take action, both as individuals and 
through their organizations, to stop 
hoarding.” 

No evidence as yet of shoe hoard- 
ing—but who can tell the future? 


LAWSUITS resulting from acci- 
dents from twisted heels or heels 
that come off, so common in the 
shoe business, are gelting to be 
standard legal irritations to judge, 
jury and defendants. The New 
York courts are getting a bit tough- 
er on negligence. A decision re- 
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TONY ZILCH WRITES HOME 





—Jest a line to you and Maw to let 
you know I'm still alive and kick- 
ing. We guys out here in the Far 
East are fightin’ mad—and when 
| say fightin’ mad | mean jest 
that. We don't know nuthin’ 
about no forty-hour week. With 
us guys it's sometimes twenty-four 
hours a day and believe me, we 
do get plumb tired some days. 
But we don't mind that so long 
as we can lick them lousy Japs— 
which little job we are going to 
do—and for the big salary of $2! 
a month. When we hear of them 
bums at home, however, who are 
workin’ on a 40 hour a week basis, 
at big wages, and then go on 
strike ‘cause some super slaps a 
sassy guy's mug, then we get 
double fightin’ mad. ‘Cause we 
are sufferin' like nobody's business 
for more planes, more tanks, 
more guns, more amoonishun and 
every time o strike is called it 
costs hundreds of American boys’ 
lives. And believe me, Paw, them 
American boys’ lives is worth 
saving. 

—1! don't know that nothing can be 
dene about i+ but believe me, 
Paw. when we, or some of us, gets 
back home aaain we're qoin' to 
raise merry hell with them bums— 
and don't you furget it. 


—So long for now—as we're flvin' 
out in about an hour to knock hell 
out of a few more lousy Japs. As 
ever, your son, Tony." 


FU Teen 


President 





cently handed down by the Appel- 
late Division in Brooklyn in a side- 
walk case, unanimously reversed 
the trial court verdict and dismissed 
the complaint. The court wrote: 
“This slight imperfection in the side- 
walk was too slight to afford a basis for 
a finding of negligence on the part of 


the defendant. It is common knowledge 
that there are innumerable similar in- 


dentations in <idewalks all over the city 
which are much larger than the cavity 
here involved, icularly in metal plates 
inserted in sidewalks and at sewer en- 
trances. It is universally recognized that 
such minor indentations, cavities or im- 
perfections are innocuous and do not 
furnish a ‘foundation for a claim of neg- 
ligence. 

“It may not be said that a prudent per- 
son should have reasonably anticipated 
that the slight opening in the surface of 
the walk would be a source of danger, 
especially since there was no proof oi 
prior accidents, although innumerable 
people had necessarily pasced over this 
very place in the sidewalk.” (Katz v. 
Bora Realty Corp., New York Law 
Journal, February 28, 1942.) 


* 7. - 


A. P. TISCHLER, who has been in 
the shoe business for the past 18 
years in Faribault, Minn., recently 
made Ripley’s column as the light- 
est soldier in the first A.E.F. At 
that time he weighed 102 pounds. 
In commenting on it today, Mr. 
Tischler recalls: 

“Back in 1918 while still in high 
school I tried many ways to get into 
the service but was short too many 





pounds, One day the recruiting 
officer promised to do what he could 
if I could make 110 pounds. Satur- 
day morning I went to work with a 
bag of pretzels and water. By the 
time I felt like floating away I - 
weighed a little less than 110—or a 
gain of eight pounds of water. | 
received a waiver on my weight 
from the Adj. General’s office and 
sailed through without further 
trouble. I served about nine months 
in France with the Medical Depart- 
ment. I guess it agreed with me, 
because when discharged from the 
service in 1919 I weighed 125 
pounds. A the present I tip the 
scales at 112.” 

Mr. Tischler’s brother Robert, 
who has been in business with him 
for the past four years enlisted in 
the service last month and is now 
at Sheppard Field, Texas. 


ARTHUR C. WEICK, Division of 
Industry Operations, War Produc- 
tions Board, says: 

“This war will put out of business 
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a number of concerns engaged in 
the production and distribution of 
non-essential civilian goods, because 
they will be unable to exist on a 
volume which would barely cover 
maintenance, repairs and low-mar- 
gin staple supplies to meet essential 
needs. The trend to liquidation of 
some kinds of businesses in certain 
localities will be upward as the War 
Production Board converts industry 
to victory production. Many busi- 
nesses will either root hog or die.” 





F. ALBERT HAYES, general pur- 
chasing agent for the American 
Hide and Leather Company, said: 
“There will be no reason for a 
shortage in shoes in this country, 
that I can see, unless everyone runs 
out and buys a couple of pairs of 
shoes he doesn’t need.” 

Mr. Hayes, who is also consul- 
tant for the leather and shoe sec- 
tion of the War Department, as 
well as president of the National 
Association of Purchasing Agents, 
speaking before a meeting of the 
Kansas City Purchasing Agents As- 
sociation, said that “Production is 
speeding up remarkably and it’s 
going to go even faster. Red tape 
is being cut. 

“In the shoe field, we'll produce 
about 400 to 450 million pairs this 
year, and the military requirements 
will be about 10 per cent. In addi- 
tion, the Army uses a heavy re- 
tan leather. While about one-third 
of our leather is imported, we'd get 
along with some adjustments, even 
if our outside supplies were stopped 
entirely.” 

Mr. Hayes pointed out that “panic 
buying and hoarding” by great 
numbers of people will cause a 
shortage in anything, but believes a 
shortage of shoes in this country, 
in the near future, is “very un- 
likely.” 

o . * 
“TO shine or not to shine,” says 
John Jouett, men’s shoe buyer at 
Stix-Baer-Fuller, St. Louis, Mo. At 
a meeting of the store’s shoe per- 
sonnel, he said: 
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“I think special window shoes 
represent a very real danger to the 
good will which the public holds for 
the shoe departments.” Mr. Jouett 
pointed out: “Whereas it may con- 
ceivably be possible to step up the 





sale of shoes slightly by expending 
an extra half hour or so in polish- 
ing them before display, the cus- 
tomer who finds that the pair of 
shoes actually placed on his feet are 
not half so attractive is bound to be 
disappointed. Many polish sales- 
men suggest to us regularly that it 
would be wise for us to use up 
slack time in the department (as if 
there was such) in polishing the 
shoes which are to be used tomor- 
row or the day after for window 
display or promotion in cases or 
under glass at various points in the 
department. We look upon polish- 
ing of shoes in this way as ‘camou- 
flage’—inasmuch as it does not rep- 
resent a true picture of the shoe as 
the customer will see it at close 
range. 

“If a passerby sees a pair of 
gleaming, glistening shoes in the 
window, which attract his buying 
urge; comes into the department; 
and then is given a similar pair of 


shoes which do not have the same 
luster, he is bound to be disap- 
pointed—and his opinion of the 
store which makes this practice will 
go down sharply. 

“Thus, I feel that if the shoe is 
polished at all—polish the entire 


stoc’ ” 
* * om 


TO WHOM THE SHOE FITS 


Little pitchers have big ears, 

And so have enemy agents; 

So put a clamp upon your lips, 

Be careful what you say, Gents. 
> - 


And, Ladies, you should ne'er forget 
You can’t tell who has ears spread; 
So check that chatter and don’t tell 
What So-and-So-and-So said. 

. —Margaret A. Bartlett 


. - a 

A TIP to salesmen: Of late, we 
have had any number of letters 
come to us saying: “We are the 
exclusive dealer in this community 
for So-and-So’s nationally adver- 
tised shoes, but we don’t have the 
opportunity of seeing competitive 
lines. We own our own businesses 
and we are open to argument and 
persuasion. But, after all, if we are 
not approached, we are not in a 
position to observe, compare and 
remember.” 


























“They're our patriotic heels for short people, Ma'am. We call ‘em ‘morale lifters.’ " 
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* Washington \ewsreel * 


CHIEFLY because at the reception centers the Army 
employs a foot-measuring device of the latest type, a 
soldier’s chance of getting a perfect shoe fit are 60 to 70 
per cent better today than they were in World War I, 
according to the War Department. To determine the 
exact shoe size required when the enlisted man is 
equipped for actual field service, he carries a 45-lb. load 
while his measurements are being taken. A commis- 
sioned officer personally makes sure that the shoes fit 
before they are issued to the soldier. 


REGIONAL shoe consultants of the Quartermaster 
Corps recently completed a field survey of shoe fitting 
facilities in the Sixth, Seventh, Eighth and Ninth Corps 
areas and were pleasantly surprised at the results. Most 
of the newly enlisted men in leading posts, camps and 
stations in the area were given an almost perfect fit, 
with only a few fitted too.short, too long, or otherwise 
incorrectly. Those who did complain of “barking dogs” 
immediately were given a satisfactory change of foot- 
gear. 

No other Army in the world has as many different 
shoe sizes. In stock are 142 different sizes and if there’s 
a fighting man for whom there isn’t the proper size, his 
shoes are made to measure. The Germany Army doesn’t 
stock half as many sizes and another difference is that 
the Hitlerites don’t maintain half sizes whereas the 
Quartermaster Corps stocks both half and full sizes, 
ranging from size 4% to size 15. In addition, we have 
six different widths. As for the Russians, they stock 
only about 15 sizes altogether. 

Soldiers from the South tend to have bigger feet 
than those from other sections of the country, while 
the “Yankee” boys have a collective waist that mea- 
sures roughly two or three inches more than the aver- 
age for the Army’s fighting men, according to the War 
Department. These conclusions are drawn from a sur- 
vey of clothing and shoe sizes recently made by the 
Tariff Unit of the Quartermaster General’s Office in 
Washington. 

Main job of the Tariff Unit is to make up a “tariff” 
or schedule indicating the assortment of sizes needed for 
a known military population. With the use of the ac- 
crued knowledge recorded in the experience of equip- 
< ——« 

ANOTHER A.E.F. 

Commemerating the anniversary of the First World War 
and the men who fought at Chateau-Thierry and the 
Argonne, a new generation of American youth accepts 


the torch and awaits the cell to foreign fields. Army 
Day porade, Fifth Avenue, New York, April 4, 1942. 
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ping many thousands of soldiers, the Quartermaster 
General gathers information which is used in comput- 
ing the tariff schedules, which in turn offer a reliable 
indication of future requirements. 


JOP Washington shoe retailers say short-sightedness in 
not insisting on cattle raising for the production of 
hides has made shoe manufacturers dependent on for- 
eign hides which come from cattle raised for leather 
purposes primarily. Foreign shoe hides are not meat- 
packer’s by-products and therefore are generally less 
scarred and softer because vegetable tanning agents are 
used. 

WPB, according to one official, has not refused per- 

mits to any importer, and further the only limit on the 
importation on Argentine hides is shipping space. 
THE WPB request for economy in shoe uppers means 
that cutters will have to exercise greater care in laying 
out designs. It does not mean that the buyer will get 
an abbreviated shoe, but merely that manufacturers will 
be able to save leather. 
WITH the assurance that its reservation of 20 per cent 
of the goat, kid, cabretta, and India goatskins for mili- 
tary gloves and jackets during April would still leave 
ample supplies for the immediate future, WPB says 
that it is going to have to reserve 15 per cent of avail- 
able supplies in the ensuing year. Percentages of these 
skins which must be reserved by tanners will be an- 
nounced by WPB for future months. 

Tanners, therefore, may not put into process more 
than 80 per cent of the monthly average of skins, proc- 
essed during 1941. Any raw or inprocess skin that 
could be processed into more than 5% sq. ft. must be 
set aside for military purposes. The only exceptions 
are extreme reject skins, heavy (bull) skins and India- 
tanned goatskins. 

Tanners are prohibited from discriminating against 
former customers in the sale or delivery of semi- 
processed or finished goatskins, kidskins, or cabrettas. 
By this, WPB apparently means to protect the supply 
of buyers of small amounts from any tendency to sac- 


rifice them in favor of the demands of larger companies. 


ADEQUATE supplies of rubber for heels are in sight. 
As automobiles and tires wear out, reclaimed rubber 
will be more available, according to the Commerce De- 
partment. This is, of course, dependent on WPB’s con- 
tinuing to permit reclaimed rubber use for footwear, 
as one official pointed out. 

















EASTER 
SHOE SALES 
FORGE AHEAD 


“WHAT did they buy? They bought everything. 
Pumps? Yes, lots of them. All kinds . . . open and 
closed, on high and low heels. Sandals, too, open and 
closed, on clog and regular soles. Color? Plenty of 
color . . . lots of red and lots of green. Black and navy, 
usual percentage. Good call for brown. Luggage tan 
cut into by reds and greens. All kinds of leathers . . . 
polished calf, ‘Summer suedes,’ lizards, alligators, patent 
leather, gabardine in combination. Business tremen- 
dous.” 

So ran the Easter shoe story of a prominent Fifth 
Avenue retailer. Others, on and off the Avenue, told the 
same story with variations. Some did better with green 
or navy or brown than others. Gabardine was stronger 
in certain stores, some women seeking a change from 
polished leathers. In other stores this trend would be 
reversed. 


DIVERSITY IN EASTER PARADE 


This variety of choice was well reflected in the Sun- 
day parade on Fifth Avenue and Park Avenue. The 
weather was all that could be desired for showing off 
new Spring styles and show them off they did! 
Flowered hats and suits—often navy—were the order 
of the day. Other accessories, generally speaking, were 
gayer than shoes with one shining exception . . . red. 
A great deal of black and Bluejacket were seen in con- 
servative type stepins of trimmed gabardine. Black 
patent leather in sandals. Some blue polished calf and 
kidskin in tailored pumps with walled lasts or in 
opened up dressier pumps. Plenty of polished tan calf 
in tailored shoes. Brown to a limited extent in dressier 
types. And everywhere, flashing in and out among the 
darker colors, bright red shoes, chiefly in pumps and 
low-riding stepins. Some green shoes. Nailhead trim- 
ming popular, especially on tan and red shoes. Medium 
heels the general rule. Occasional clog soles, especially 
on black suede sandals. In accessories, bright red. 
bright green and bright yellow were outstanding. Also, 
white. Occasionally some purple. 


* aa . 


BIG GAINS IN CHICAGO 


Cuicaco—Easter business in Chicago forged well 
ahead of 1941 totals in both men’s and women’s lines, 
with estimates on percentage of increase varying from 
10 to 25 per cent, and probably averaging around 18 
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Soldier and the Lady. Private Jay Rutherford escorts Miss 
Joyce Leigh us they join Easter paraders on Fifth Avenue, 
near St. Thomas’ Episcopal Church. New York, April 5th. 


per cent. From every retail quarter in the Ch:cago area | 
come reports of increased business during the ten days 
before Easter, particularly noticeable because of a sharp 
lull in retail trade during the latter part of March. 

Although partially attributed to the influence of 
Easter and seasonal Spring demand, retailers report 
there is a definite scramble for merchandise on the part 
of the public, reflected in the purchase of higher-priced 
shoes, purchase of several pairs at a time by customers 
who ordinarily buy only a single pair and the sale of 
a large number of heavier and service type shoes. 

The women’s business was definitely marked by the 
purchase of civ.lian defense types of footwear and 
lower heel types. 
crease in this particular type than in any other group 
and predict the greatest volume they have ever known. 
Although there seemed to be a general buying of all 
types, women seem to favor ties over step-ins and 


All retail sources report a larger in- 


elasticized versions in the lower heel range. 

Patents were in heavy demand for pre-Easter selling, 
particularly in the pump types. Aside from black, blue 
was the number one color, although there was also a 
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MARKED INCREASES REPORTED FROM ALL SECTIONS OF THE COUNTRY, 
WITH GAINS ALL THE WAY FROM 10 TO 35 PER CENT. GREATER PUR- 
CHASING POWER MAIN FACTOR IN INCREASE, BUT ANTICIPATION OF 
SHORTAGES AND HIGHER PRICES ALSO PLAYED IMPORTANT PART. 


lot of brown sold and some demand for antiqued 
brown. 

Red was the number one high color selling in every- 
thing including tailored types and conservative pat- 
terns and in all price ranges. Green also experienced a 
good volume of sales. Gabardine came up fast during 
the last ten days in black, blue, and brown and is 
expected to continue in demand through April. Specta- 
tor types have experienced an excellent season both in 


the blue and tan families for wear with suits. In fact, 
the spectator demand is expected to continue over into 
brown and whites, with some current demands for this 
type. 

Although sales of men’s shoes dropped off in some 
quarters, the 
better than last year. Even men slated to go into the 


men’s business was still considerably 


service appeared to be buying shoes, with the idea of 


wearing them for dress while on leave. Tan led sales 
by about 65 per cent with a general increase in demand 
for black. Moccasin types were most popular by far, 
although the wing tip also experienced good volume. 
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Heavy weight types and thick soles sold especially well, 
since the consumers seem to know that they won't be 
able to get them much longer. 


BOSTON BUSINESS WELL AHEAD 


Boston—Fear of shortage which probably will never 
become a reality has resulted in one of the sharpest 
increases on record in the shoe stores and departments 


A Study in Shoes. Photo taken March 4 as crowds line curb 
on Fifth Avenue, New York, to view Army Day parade. With 
thousands of visitors from out-of-town, Easter Saturday proved 
one of the greatest shoe shopping days of a busy Spring season 


of metropolitan Boston. .The gain over the pre-Easter 
week of last year is variously estimated at from 20 to 35 
per cent in pairs and, because of recent price increases, 
at from 35 to 50 per cent in dollar volume. This applies 
to shoes for men, women and children in medium and 

high grades. 
When the rush first started about two weeks before 
Easter, following an increase which had been gradually 
[TURN TO PAGE 37, PLEASE] 
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Above. The divided skirt or 
culotte is a happy substitute 
for slacks for the un-slacks- 
minded woman. The little boy’s 
jacket is of Hockanum men’s 


wear flannel. 


Right. Top-ranking favorite for 
many activities are _ slacks 


Good for walking, gardening, 


cycling, bowling, marketing, 

etc. Shown in a night shirt 

design in Forstmann’s tan 
gabardine. 


by 
ELEANOR 
RUTLEDGE 


THIS Summer many Americans are going to stay at 
home and like it. And we mean like it. Lots of us are 
going to discover plenty of pleasures right in our own 
back gardens, or on our roof tops and in the parks, if 
we are city dwellers. We are going to do things and 
learn to do things that we never thought we had time to 


do when we felt bound to drive as far from home as a 
two-day weekend holiday would allow. 

Limited supplies of rubber, metals, chemicals and 
gasoline are all having a profound effect on the kinds 
of outdoor activities we shall enjoy this year. Even 
some of the sports that we thought would be immune 
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ACTIVE SUMMER... 


Wartime Conditions May Curtail Vacations But There 


Will Still Be Plenty of Outdoor Activity this Summer. 
Bicycling, Walking, Gardening, Bowling and Dancing on 


the Green Wil! Be Among the Most Popular Recreations. 


Right. Here’s a sturdy ghil- 
lie type shoe, good for bi- 
cycling and many Summer 
activities. Many women will 
prefer a closed toe for some 
occasions. 


ly right for square dancing on 
the green or elsewhere, worn 
with cotton frocks. 


Left. Bowling can be an out- 
door, as well as an indoor. 
sport. Wherever played, you 
should promote the correct 
shoe for this popular pastime 


Right. For Victory gardening, 
a seamless shoe should be ex- 
cellent . . . fewer places for 
dirt to roost and cling. This 
sole and heel are not rubber. 


will be affected. Bowling alleys, it seems, take steel for nes Por oe re My 


their construction. The balls used are made with a Worn over wool or heavy cot- 
rubber compound. Gardening tools, seeds and chemical vo Nay tay Pe mag td — 
fertilizers will be available, but the Department of 0 
Agriculture is urging would-be Victory gardeners not 
to waste the precious materials if they are not experi- 
enced amateurs. Those accustomed to flower gardening 
are advised to stick to their flowers and leave the vege- aon" 
tables to more experienced hands. Tennis and golf ren 
balls, with their rubber content, should be used with .™ 
[TURN TO PAGE 32, PLEASE] \\ 
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VARIED MOODS 
IN NEW 
SPRINGTIME 
SHOE WINDOWS 


SPRING is in the air and in the show windows of retail 
shoe stores and department stores throughout the coun- 
try. Bright, colorful displays are to be seen dotting the 
main thoroughfares of big cities and small towns alike; 
this season of diversity finds its counterpart in the 
diversified offerings designed by clever display men. — 


This saucy calf was used in the window display of 

Carson, Pirie, Scott & Company, Chicago, to pro- 

mote the sale of tan calf shoes. The hay mow in 

the barn in the background creates atmosphere 
and puts across the idea of calfskin. 


This Spring, as always, windows reflect the mood of 
the times; this Spring the mood has two aspects—one 
serious, denoting the determination of America to win 
the war and to put forth a supreme effort to do so; the 
other, more frivolous, in keeping with the determination 
of young America to help members of its armed ser- 
vices forget the war when off duty. And the window 
displays sound both notes; the serious ones feature 
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Featured by Bond Clothing Company, New York, 

this window drew attention by means of a demon- 

strator, who indicated important operations in 

the making of men’s shoes. The photographs on 

the wall to the right show some of these steps and 

the big shoe at the left proved an effective “eye- 
catcher.” 


walking shoes, shoes for active wear by women who are 
participating in various services of civilian defense, 
shoes with a purpose. 
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The frivolous windows depict completely feminine 
shoes, shoes.as delightful and entertaining as those fea- 
tured in peacetime, shoes which serve their country by 
providing the maximum in beauty and comfort and 
enable their wearers to dance through the hours of 
relaxation and recreation, with never a thought of 
their feet. 
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The backgrounds are also in keeping with the mer- 
chandise they display. The backgrounds are back- 
grounds; they play up the merchandise; they do not 
distract the viewer’s eye from the merchandise they 
show; they enable the display as a whole to stress the 
shoes and only the shoes. But they manage to be in- 
teresting—to put across an idea—to pull everything in 
the window into a complete, unified whole. That’s the 
basis of selling windows, and the function of windows, 
in the last analysis, is to sell. 


FEMININITY AND FRILLS VIE WITH WAR 
AND DEFENSE AS THEMES FOR WINDOWS 
REFLECTING THE PREVAILING INTERESTS 
AND PREOCCUPATIONS OF THE MOMENT. 
VERSATILITY OF TREATMENT AND CLEV- 
ERNESS OF EXECUTION CHARACTERIZE 


EARLY DISPLAYS OF SEASON 


Left—Bright colored shoes were featured in this 

completely feminine display of soft, feminine types 

by Marshall Field & Company, Chicago. The back- 

ground is dramatic and brings the eye down to the 
shoes shown on the panels. 


Below—The war had its place as a theme for this 

window shown by Foot Rest Shoe Store, New Y ork. 

Civilian defense insignia, the American flag, the 

American eagle, and other patriotic motifs sound 

the keynote of the window; the shoes shown were 
service types. 





They Can STILL Have 
SPRING IN THEIR STEP 


AMONG the protective instincts ingrained in human 
nature, apparently, is the propensity to hoard in times 
of plenty, desirable things that promise to be less plenti- 
ful in the future, and thereby build up stores against 
the time of need. America has been so richly endowed 
with everything needful for the more abundant life, that 
this curious “squirrel instinct” has been in abeyance 
during the lifetimes of most Americans of the présent 
generation. But now, under stress of wartime restric- 
tions, it reappears in ways that are unexpected and 
sometimes amusing. 

When the newspapers announced that safety razor 
blades might have to be restricted to conserve high car- 
bon steel, drug stores, department stores, cigar stores 
and even street vendors were besieged by customers 
bent on laying in a stock while the buying was good. 
The same thing has happened in the case of many other 
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Science and research come to the aid of the rubber in- 
dustry in solving the problem of shortages in shoe con- 
struction materials resulting from the war emergency. 
Top photo courtesy Goodyear Tire & Rubber Company. 


articles, supplies of which have been restricted. One of 
the most amusing instances of the hoarding instinct that 
has come to. our attention has been the buying up by 
consumers of rubber heels. People have been flocking 
to shoe repair shops, shine stands and variety stores to 
buy dozens of pairs of rubber heels on the rumor, thus 
far wholly unfounded, that they will shortly be unavail- 
able. They might have spared themselves the trouble, 
for up to néw the only limitation placed on rubber heel 
manufacture has been to forbid the use for this pur- 
pos@*of new rubber, or crude rubber as it is called in 
the trade. Heretofore 25,000 tons of crude rubber have 
annually gone into rubber heel manufacture and now 
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this priceless material is to be conserved for military 
purposes. 

The War Production Board is permitting normal 
production of rubber heels as long as they are made 
entirely of reclaimed rubber. As rubber heel. manu- 
facturers have always used reclaimed rubber to some 
extent in their product, the conversion to all-reclaim 
heels can be accomplished without seriously affecting 
either their quality or the volume of production. 

The chief problem now is to conserve as much of the 
reclaimed rubber as possible in order to make it avail- 
able for other uses. In cooperation with the WPB, the 
rubber heel and sole industry has already proposed 
various methods for the conservation of reclaimed rub- 
ber, and these are being put into effect. 

For one thing, rubber heels may be available only 
in black. The industry is voluntarily discontinuing the 
manufacture of tan, red and other special colored 
heels. This will cut dead inventory stocks almost in 
half. But more important, black heels give much better 
wear than colored ones, thereby greatly increasing the 
amount of wear per pound of rubber used. Consumers 
will be agreeably surprised at how well a black heel and 
sole look on a tan shoe. 

Further substantial savings of rubber have been 
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worked out by the heel and sole industry by the reduc- 
tion of thicknesses and the re-design of their product 
to eliminate all non-essential uses of rubber in its manu- 
facture. Heels are being made with larger “wells” and 
with “cores” of inert materials such as wood and fiber, 
thus reducing the volume of rubber material in them. 
Soles and taps will be only in those thicknesses which 
give adequate service, sacrificing “for the duration” the 
style factor which heretofore has required thicker rub- 
ber soles on certain types of shoes. Half-soling of shoes 
by the repairman instead of full-soling is also recom- 
mended to reduce rubber consumption. 

The use of all-reclaimed rubber for soles has been 
more of a problem than on heels, because much of the 
flexibility of hard composition rubber soles depends 
upon the use of crude rubber. While this problem has 
not as. yet been entirely solved, especially in the case of 
work shoes and similar heavy types, the industry is 
endeavoring to develop satisfactory soles made from all- 
reclaim rubber. These will include soles for men’s and 
women’s general service shoes which are widely used 
by workers in factories, offices, stores, hospitals, etc. 
Greater use also will be made of corded soles on shoes 
which heretofore have used the hard composition type. 
Thus resilient heels and soles will continue to contribute 












Although Crude Rubber Is No Longer Avail- 
able, Normal Production of Rubber Heels 
Can Still Proceed, Using the Reclaimed Prod- 
uct, and Conversion Is Being Accomplished 
without Seriously Affecting Either Quality or 
Volume—Resilient Soles Will Also Be Pro- 
vided for Men's and Women's General Ser- 
vice and utility Shoes, Widely Used by 
Workers in Factories, Offices, Stores, Hospi- 
tals, Etc. Prices Frozen by Request of OPA. 
to the efficiency of workers through elimination of foot 
fatigue. 

In a normal year, Americans use over 250 million 
pairs of rubber heels and more than 100 million pairs 


of rubber soles. Last year’s total production was much 
[TURN TO PACE 30, PLEASE] 


Material now being used for rubber heels is reclaimed 
rubber obtained from discarded tires and other items. 
The saving nationally is 25,000 tons of rubber needed 
for the war effort. Miss Kay McDonald displays the new 
heels in a “V for Victory”. Photo courtesy United States 
Rubber Company. 












The Editor’s 


Outlook 


by ARTHUR D. ANDERSON 
EDITOR * BOOT and SHOE RECORDER 


In a Tough Spot 


STOP shuttling between wishful-thinking and hysterical- 
panic. On the one hand, our wishful-thinking leads us 
down the path of believing that stupendous production 
alone will win the war; and, on the other hand, we are 
thrown into a panic when we find that the normal course 
of business is deflected by some regulation limiting the 
ingredients that go into shoes. There is no question but 
what we are on the “hot seat” both on the conduct of 
the war and the continuance of normal business—but 
we won't get anywhere with the “jitters.” 

Let’s do a little sober thinking within the area of 
shoes and let other competent men conduct the war, 
and also direct the business down the parallel path of 
maximum usefulness for both war and civilian needs. 
Let’s start off with the premise that every effort of every 
person is needed in the nation’s total effort to win the 
war. If we look at that statement honestly, we will not 
misfit a shoe or sell the wrong shoe for the use intended; 
or do anything in our daily lives that will hurt or hinder 
the winning of the war. 

We are not implying that shoes should have special 
privilege at the desk of the War Production Board, but 
rather to indicate that shoes play a part, more important 
than any other item of wearing apparel because they 
are indispensable for physical health and fitness. By 
and large, the entire shoe industry is made up of a great 
number of little people sitting on fitting stools—patient, 
tolerant and steady—who have faith in the American 
way of doing things. If we sit that little guy on a 
fitting stool, it is just an emblem of the whole industry 
—from tanner through to clerk—because, after all, 
their product contacts the public at the point-of-sale 
and its use and satisfaction are determined by what it 
does there. If there is an average shoe man, that little 
guy is representative of the industry—and Washington 
might just as well get that viewpoint in the light of so 
many special pleaders and lobbyists rushing down to 
Washington to sell a bill of preferment for something 
or other—while, by and large, there has been very little 
contact by the trades representing shoes before that 
WPB tribunal. In the Army, you do as you're toid. So 
we rest our case for the fitting stool on the needs of a 
public for footwear on a war-time footing. 
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We see by the paper that a study has been made of 
the condition of rubber tires on automobiles owned by 
the nation’s public. With proper care, there is an aver- 
age tire life of 7500 miles more. Remember, that’s the 
average. Any individual in America can draw his own 
conclusions that before long people are going to be 
walking to and fro more than they ever did in this gen- 
eration of sedentary locomotion. Well, if there is no 
rubber for tires, there certainly isn’t much reclaimed 
rubber for soles of shoes. 

They are trying to ascertain, in Washington, what the 
average wear is in shoes in the possession of the Ameri- 
can public—on their feet and in their closets. All sorts 
of conjectures have been voiced, One optimist, who 
evidently is measuring his own wife’s wardrobe, figures 
that we could cease shoe production tomorrow and 
people would continue to be foot mobile for a period of 
two years. 

In a way, we on the Recorver have been conducting 
a form of research in that direction; and using our 
common-shoe-sense. First—millions of children, whose 
feet grew a full size in six months, are in the primary 
vulnerable sector of foot immobility. That juvenile 
army, at this moment, hasn’t two months of reserve 
wear in the shoes they possess. That may seem a startling 
figure, but you must realize that after the present stock 
of tennis types plus saddle oxfords (rubber bottomed ) 
are consumed, that these millions of children have got 
to go to leather and this still further cuts into the stocks. 
of that critical material now in the panicky stage of 
being a “precious minus” item in factories the country 
over. 

The swivel chair economist who says women’s shoes 
are wearable for at least two years should hear the cry 
to high heaven already heard in the land, by women 
whe work and who walk—and who find that the thin- 
soled, fancy pattern shoes that they have in their closets 
are painful reminders of a period of luxury and foot 
indolence. The amazing switch away from high heels, 
rarrow foreparts to 14/8 heels, wall lasts and moccasins 
is indeed token of a great, immeasurable change in the 
foot work of women—now far more industrious and as 

[TURN TO PACE 43, PLEASE} 
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svormandie @d 
(Normandie Calf has a rich, he-man grain 
and appealing colors) . . . So put this new- 
est member of a famous family on your 
staff for a successful campaign to win 
friends and profits. Check the Gallun num- 
bers on your next order... 2 ate 


If you asked the man in uniform (or out of 
it, for that matter) what he wanted in a 
leather for this type of shoe, he’d probably 
say: Bright, gleaming finish, for that mili- 
tary snap (Normandie Calf has it aplenty) 
— softness that lasts (this new vegetable 
tannage is velvet-soft, even after months 
of wear in rain and sun) — good looks 


Norwegian Calf hand-boarded grain 
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Cretan Calf smooth but not glazed 


J ay 


St. 


A. F. Gallun & Sons Corpora- 
tion, Milwaukee, Wisconsin. 


Eskimo Calf water-resistant 





WHAT THEY BOUGHT FOR EASTER 


TELEGRAPHIC REPORTS FROM PROMINENT MERCHANTS 


REFLECT INCREASED CONSUMER 


DEMAND FOR SHOES 


WITH WIDE VARIETY OF STYLES ENJOYING FAVOR 


TELEGRAPHIC reports on Easter business were re- 
ceived by the Recorper from the following merchants. 
Harold Volk 
Volk Brothers 
Dallas, Texas 

Volume of sales for two weeks preceding Easter this 
year saw better than 20 per cent increase against same 
period preceding Easter of last year. Pumps and san- 
dals were the most important types of women’s shoes in 
demand, with pumps most important. About 50 per 
cent of shoes sold were in patent leather, with blue calf, 
tan calf, blue gabardine, and black gabardine next in 
importance in the order indicated. Also tan and white 
and blue and white spectator types became increasingly 
important during the last few days. Height of heel in 
greatest demand was medium heel. Demand for definite 
type women’s civilian defense shoes relatively small. In 
men’s shoes about 25 per cent were in medium toe, tan 
and white wing tip shoes. About 20 per cent in two- 
tone tan, ventilated plateau blucher types, with re- 
mainder of sales scattered over a number of patterns 
made up in tan’ calf. 
Harry E. Fontius 
Fontius Shoe Company 
Denver, Colorado 

Pairage volume 1942 up 16 per cent. Stepins, 80 per 
cent; oxfords, 15 per cent; sandals, 5 per cent. Calf, 
kid, fabric, tan, beige, black, white combinations sold 
well. Heels fourteen to eighteen eighths. Definite de- 
mand for civilian defense shoe. Oxford most favored. 
Men’s plateau number one; quarter brogues, plain toes, 
dress oxfords. Lasts full to medium: Color, 85 per 
cent brown. 
Boston Shoe Company 
Louisville, Kentucky 

Pairage volume for two weeks preceding Easter 20 
per cent increase over 1941. Sport types, calf and 
gabardine, blues and tans leading in women’s shoes, 
with some demand for reds. Eighteen eighths heel. No 
definite demand defense shoes. Moccasin styles, tan 
antiqued leading in men’s shoes. 


* * * 


Roy O. Stevens 
Stevens Shoe Store 
Ottumwa, Iowa 

Sales volume up 10 per cent in pairs over 1941. Slip- 
on styles led, with beige and copper leading colors. 
Twelve to eighteen eighths heels most popular. No de- 
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mand for civilian defense shoes. Moccasins and French 
lasts in tan and two-tones led men’s sales. 


+ * t 


R. H. Fyfe & Company 
Detroit, Michigan 

Sales volume in pairs two weeks preceding Easter 20 
per cent above same period last year. Pumps, dressy 
and tailored led in women’s shoes. Heels fifteen to 
seventeen eighths. Black, 50 per cent of sales; tan, 
30; blue, 20. Definite demand for civilian defense 
shoes. Fourteen eighths Cuban heels, medium wide 
toes. Antique tan, medium toes led in men’s shoes. 
Forty per cent moccasin front, Plain toe, 20 per cent. 
Wing tip, 40 per cent. 


a * os 
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J. F. Condon & Son 
Charleston, S. C. 

Pairage in all grades for two weeks preceding Easter 
was 7 per cent greater than last year with spectator 
pumps first in tan and white. Seventeen eight and lower 
heels most favored. Civilian Defense shoes in some de- 
mand in tan calf welt blucher oxfords. In men’s shoes, 
two-tone tans first, followed by all tans, with tan and 
white fair. 

The Vollrath Company 
c/o John Taylor’s 
Kansas City, Mo. 

Volume in pairs 16 per cent increase over two weeks 
preceding Easter last year. Dollar volume 25 per cent 
increase. Selling more better shoes. Blacks, blues, pat- 
ents, tans, browns sold in order mentioned. Seventeen 
eight favored heel height. No definite demand women’s 
Civilian Defense shoes. 


te ae ~ 


M. A. Mutelman Co. 
c/o The Lindner Co. 
Cleveland, Ohio 

Volume pairage sales two weeks before Easter as 
against last year up 23 per cent. Pumps, medium high 
heels, calfskin in tan and blue leading in sales. Definite 
demand for so-called women’s Civilian Defense shoes in 
sturdy oxford type. 


Named Department Manager 


Sac City, Iowa—Howard J. Welch, an experienced 
shoe salesman, has been appointed manager of the shoe 
department of the Singer Department store, here. 
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GRAY BROTHERS SHOES, we. 
SYRACUSE - - + NEW YORK 


THE OHIO LEATHER COMPANY. . . GIRARD, OHIO 
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OTHER PEOPLE?S 


A New Mailing List Every 
Sixty Days 

Women’s shoe buyer William Bos- 
well of the John Gerber Company, 
Memphis, Tennessee, believes that it 
is unwise for shoe departments to in- 
cessantly pound away at customers 
once the first invitation to come in and 
look around has been extended. “Like 
other shoe departments we use a good 
many penny postcards and direct 
mail folders,” he admits, “however. 
we never hit the same customer twice, 
feeling that more actual sales are 
accomplished. by reaching a larger 
number of persons per dollar spent.” 

The mailing list is compiled for this 
sixty-day use in an interesting fashion 
ut Gerber’s. An “accessory” girl who 
sells handbags, hosiery and other en- 
semble items at the front of the de- 
partment has the responsibility of tak- 
ing the names and addresses of each 
charge-account customer off the tissue 
of the sales slip on which her pur- 
chase is recorded—jotting this down 
swiftly in a handy book kept nearby 
for the purpose. Chosen for her good 
handwriting, the accessory girl in this 
way makes out an entirely new mail- 
ing list over each two months’ period 
in which the previous one is still in 
operation. 

Direct mail sent out during the 
sixty-day period is never duplicated. 

As an example of the efficiency of 
this method, during January, Gerber’s 
shoe department had one of the best 
months in its history—possibly be- 
cause for the four months preceding, 
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more than 1500 direct mail pieces had 
gone out on 1942 styles. “Seventy-five 
per cent of our business is composed 
of charge-account customers,” ex- 
plained Mr. Boswell, “and this gives 
us a chance to renew our personal 
mailing list as often as we like. We 
find that one good contact by mail is 
usually enough.” 


Pups 








$] 1 75 


A Siren Sandal .. . 
IN THREE VERSIONS 


For dress-up occasions, cocktails . . . all your 
gayer moods! A flattering »etwork of tiny 
kid staops in four Neon-Bright colors—skill- 
fully ‘fashioned to prevent cutting. Three 
styles: the Dutch Boy with closed bock, the 
* medium heel with open bock, the high heel 
with open back. 


Shoe Salon, Allen's Street Floor 











For conservation—more air than 
leather. 





JOHN F. W. 


Men Are Like Squirrels 


If you look at. your customers in an 
analytical way you will notice that 
one of the most common traits of 
mankind is a habit of putting things 
in its pockets. Infact it. goes so 
far with some men that they are 
virtual walking filing cabinets. If 
they see folders, tear sheets, booklets 
around your store their natural ten- 
dency is to pick em up and stuff *em 
in their pockets. And it’s a good habit 
for the shoe store and one that should 
be encouraged—because in their lei- 
sure moments most men search in 
their pockets for something to do and 
will read these advertising messages. 
Three ways to encourage the habit 
are: 

1. Leave plenty of these booklets in 
convenient piles around your store. 

2. Put a bright color or “Curiosity 
Arousing” message on the front cover. 

3. Don’t make the booklet larger 
than four by six inches—that’s the 
largest size that will fit conveniently 
into the pocket without folding. 

* * # 


This Retailer Doesn’t 
Worry About Credit 


We recently received a letter from 
a shoe retailer in Pittsburgh, Pa., in 
which he told us that he had no wor- 
ries about his credit business because 
he never allows it to get large enough 
to bother him. 

“My business is selling shoes and 
accessories—not selling credit! If my 
prices are right to allow me a reason- 
able profit, and I sell enough mer- 
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chandise, then I can hold my own or 
go forward. But profit is not profit 
when it is all tied up in outstanding 
accounts on the books. 

“The way I conduct my credit busi- 
ness is very simple,” explains this 
merchant, “When a new customer 
comes in, business is on 4 strictly cash 
basis. If a new customer asks for 
¢redit right off the bat, I figure some- 
thing is wrong — probably he has 
stretched his credit standing to the 
limit in all the other stores of the 
town. 

“If a customer has traded with me 
for some time and he asks for credit, 
! give it to the extent of the price of 
one pair of shoes—that is if I have 
already delivered shoes to his home 
and I am sure of his name and ad- 
dress. From here on it works very 
simply—I allow no more credit until 
that pair is paid for. In this way all 


* ] can ever lose on any account is one 


bill—and the biggest credit loss I 
ever had was eight dollars—the price 
of my best shoe. 

“If other merchants would regulate 
their credit to small amounts, fewer 
of them would go out of business. I 
think that it is better to go along 
conservatively, not trying to do the 
biggest volume\in town, and have my 
cash profit in hand every week.” 

* oa * 





TO ALL MEN IN 

UNIFORM OF THE 
ARMED FORCES OF 
THE UNITED STATES 


If You Buy Two Pairs 
of Shoes We Will Give 


You a 50% Discount on 
the Second Pair 











The above sign—in red, white and 
blue—appears in the window of one 
of New York City’s leading men’s 
shoe stores. A patriotic gesture and 
bound to create good will in the com- 
munity and with your other customers. 

* - am 
“Extra” Space “Suggests” Sales 

According to F. R. Terrell, dpera- 
tor of the Terrell Shoe Store in Cairo, 
Illinois, many shoe merchants lose an 
opportunity to get rid of novelties and 
left over merchandise at full price by 
not using extra display space in the 
store. At present, Mr. Terrell traces 
approximately 10 per cent of his sales 
to the “extra space” represented by 
four display trays fitted between the 
fitting chairs on either side of the 
store. These displays are used for a 
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permanent advertisement of merchan- 
dise not in regular stock. 

As pictured, the displays consist of 
light plywood shelves set up between 
the chairs, with a flat top 11 inches 
wide by 4 feet long, and painted a dull 
green. Situated close to the customer 
while her shoes are being fitted, the 
displays are ideal for seasonal favor- 
ites, slippers, moccasins, and odd-lot 
merchandise. 





“We never place any shoe from reg- 
ular stock here,” explains Mr. Terrell, 
“but give our salesmen an excellent 
opportunity to make second sales and 
move out slow-turnover stock by plac- 
ing all odd styles or seasonal shoes on 
display. We operate on the theory 
that no merchandise can be sold un- 
less the customer sees it, and if they 
see them many shoes will sell them- 
selves. Therefore, we place the foot- 
wear close to the customer, so that the 
latter can pick them up and examine 
them without getting out of her chair. 
And whenever a customer picks up a 
shoe it gives the salesman a chance to 
make suggestions and follow up the 
interest shown.” 

Most shoes shown in this way sell 
within three or four days. ‘hose 
which do not sell rapidly are moved 
up to the first or second display where 
they command the most attention. 
Since it is a natural inclination for 
people to pick up shoes within arm’s 
reach, there is no hesitation on the 
part of the customer to handle the 
shoes. As a result, every shoe sells at 
full price, and much more swiftly 
than if the store waited for someone 
to come in and ask for a particular 
model. 


Do You Know Your Potential 
Market? 


One of our largest manufacturers 
of orthopedic shoes reports that al- 
most all of their customers are women 
over forty years old, and that until a 
woman becomes conscious (in a nega- 
tive way) of her feet, she doesn’t care 
a bit about “comfort” or “orthopedic” 
shoes. 

This manufacturer has found that 
its retailers can profit by concentrat- 
ing on the potential customers in the 
community—people made foot con- 
scious by foot suffering: 

Nurses (foot attention is compul- 
sory), dieticians (association), beauty 
parlor workers (on their feet, great 
recommenders and talkers), sales 
girls, factory workers, school teachers, 
social service workers, and last, but 
not least, housewives. 

* * * 


Proven Collection Letter No. 4 


We are in receipt of your communi- 
GENTE 050 ike de advising that you 
are not in a position to take care of 
your indebtedness with us to the 
amount of ......... at the present 
time, but will mail us your settlement 
“Just as soon as you possibly can.” 

We are sincere in our desire to co- 
operate with you and should be more 
than pleased to grant you further ex- 
tension. Our own obligations, how- 
ever, are very heavy at this time of 
the year, and we can use funds with 
which to meet them to great advan- 
tage. May we not suggest that you 
adjust the above indebtedness in a 
series of notes as follows: 

Note No. 1, Amount due .......... 

These will serve the twofold pur- 
pose of placing at our disposal funds 
to discount with our bank should our 
current needs necessitate it, and give 
you additional time in which to meet 
your obligation with us. 

We trust that you appreciate our 
position in this matter, and that you 
will favor us by returning the enclosed 
notes properly signed by return mail. 

Trusting that you will give this mat- 
ter your favorable consideration, and 
with kind regards, we are 








SUGGESTIONS FOR WASHING HOSIERY 


1. Wash in lukewarm suds made with pure soap or flakes. Squeeze 
stockings gently through the suds. Do not rub or wring. 

2. Rinse two or three times in cold water until all the soap is removed. 

3. Gently restore foot to shape. Stretch out the stockings. 

4. Hang to dry indoors—never in the sun, wind or over a radiator. 








An idea for a card to put in the package of every hosiery buyer. They'll 
appreciate your interest in prolonging the life of their hose. 
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Robinson Employees Stage “Victory” Dinner 


Kansas City, Mo. — With Robert H. Nutt, nationally known “memory 


end sales 


developer" as the guest speaker of the evening, Robinson Shoe Company employees 

staged a "Victory" dinner as their annual affair in a Kansas City hotel recently. 

Mr. Nutt is in the center foreground; all others shown are connected with Robin- 
son's refail shoe store in Kansas City. 





They Can Still Have Spring in Their Step 


[CONTINUED FROM PAGE 23] 


higher than that. To give equivalent 
wear of even the all-reclaim rubber 
products, rubber men claim that double 
the number of heels and soles made 
from the best of other materials would 
be required. To meet this demand for 
rubber heels and soles, using only re- 
claimed rubber, and as little of this as 
possible, is the problem the rubber heel 
and sole industry is facing today. 

“A rubber heel may not appear to 
be a large item in the conservation 
picture,” A. C. Grimley, sales manager 
of the rubber heel and sole division, 
United. States Rubber Company, said. 
“But actually the consumption of rub- 
ber in soles and heels has been very 
large. In 1941 more than 325 million 
pairs of rubber heels were produced in 
this country. Two hundred and fifty 
million pairs went on new footwear 
and seventy-five million were  con- 
sumed by the repair and - replacement 
trade. This year the requirements. of 
the Army will be several million pairs 
of rubber heels per month. 

“With mechanization of armed 
forces rubber soles and heels become 
more, important than before,” Mr. 
Grimley said. “Gun crews and crews 
of tanks and submarines must be pro- 
tected from slipping. Parachute 
jumpers must have all possible cush- 
ioning. All combatants must be pre- 
pared for quick and safe movement on 
and off many types of moving vehicles. 

“The new civilian heels of reclaimed 
rubber will not be the equai of the 
quality heels we have been making. 
However, they are compounded and de- 
signed to give the full cushioning of 
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rubber and more wear than any other 
product used for heels except crude 
rubber. But the main purposes of the 
conversion from new rubber to re- 
claimed rubber in this application are 
self-evident. New rubber is vitally 
needed in all branches of our country’s 
total war effort. 

“The reclaimed rubber heel will sup- 
ply a great demand without drawing on 
the limited supplies of new rubber 
available. The magnitude of this de- 
mand was demonstrated in recent 
surveys made by the industry. More 
than 87 per cent of all Americans pre- 
fer to walk on rubber heels and buy 
rubber heels either on new footwear 
or as replacements.” 

With regard to rubber sole and heel 
prices, manufacturers were requested 
by Leon Henderson, Administrator, 
Office of Price, Administration, on De- 
cember 20, last, not to raise prices 
above existing levels, pending the re- 
sults of a price study by his office. 

The request, made in letters to sev- 
enty-two manufacturers, pointed out 
that because of the war threat to this 
country’s shipments of rubber, there 
was danger of an upward spiral in 
the prices of rubber products. It sug- 
gested that stabilization of the prices 
of rubber soles and heels was essential 
in the present emergency because mil- 
lions of consumers annually purchas2 
these products in new shoes or from 
repair shops. 

Manufacturers were asked to refrain 
from modifying discount schedules, and 
to notify OPA in advance of any con- 
templated changes in size, design, style, 


or proportion or quality of materials 
used which might affect the quality of 
rubber soles and heels. Some of these 
changes have since been made, not on 
the initiative of the rubber manufac- 
turers, but to comply with the require- 
ments of the federal War Production 
Board. 


No Shoe Shortage in °42, 
Says Maxwell Field 


Boston—*“There will be ample shoes 
in 1942 for all civilian needs, despite 
the fact that the Army and Navy’s shoe 
buying program will be expanded three 
or four-fold over a year ago and will 
consume substantial amounts of the 
best grades and weights of leather, ac- 
cording to a statement issued today by 
Maxwell Field, executive secretary of 
the New England Shoe and Leather 
Association. : 

“Men in the ranks will have the Best 
footwear of any soldiers of any coun 
in the world; the government is taking 
only the best grades of sole and upper 
leather which are on the market. The 
same weights and grades for many 
years have been used only in the very 
best civilian footwear. 

“The 1941 production of 500 million 
pairs of shoes was nearly 100 million 
pairs in excess of the 1940 total of 404 
million pairs. About two-thirds of the 
increased output was carried over into 
this year in the form of surplus inven- 
tories in the hands of wholesalers and 
retailers. 

“The first quarter of 1942 has wit- 
nessed for the first time in the war 
period an expansion of sales greater 
than the increase in production as com- 
pared with the corresponding period a 
year before, with the result that inven- 
tories are down by about a third. 

“Latest figures from tanners’ sources 
indicate. that there is a six to seven 
months’ supply of hides and leather in 
plants and in process, this being.up to 
the average of 1939-41. Except in iso- 
lated leather items, this supply should 
prove ample for all military and civilian 
shoe production needs for the balance 
of this year, with production rates ex- 
pected to decline moderately in the final 
six months.” 


Display Units Stimulus 
To Shoe Sales 


DENVER, CoLo.——Seeing is. not only 
believing but seeing is buying accord- 
ing to the results of the newly-installed 
display units in the women’s shoe de- 
partment adjoining the new entrance 
leading from the shoe department into 
the women’s alteration room, second 
floor in the Denver Dry Goods. 

According to W. J. Carty, buyer, 
practically every customer entering the 
alteration room involuntarily pauses in 
passing to note the newest type of shoe 
appropriate to the new costume in alter- 
ation. The attention thus attracted 
has been quite a stimulus in the selec- 
tion of proper footwear. 
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SUPER CRUSHED 
EELY DIVISION 
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To seasoned  merch- 
andising men it is no surprise 
that when women buy service, 

walking and career shoes they ask for 


Kidskin. Busy women realize that 
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crushed or glazed kid is a valu- 
able asset to the health and 
contentment of newly 


burdened feet. 


MeNEEL Y -ONVi See 


cMlied Kid ¢ ompany 


HUNTINGDON AND FAIRHILL STS., PHILADELPHIA, PA 
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$10 PRIZE-WINNING 


Pet Peeves 


OF SHOE SALESPEOPLE 


Submitted by MR. CLIFFORD SPAWN 
Edwards Shoe Store, Sioux Falls, S. D. 


J. A real peeve is the customer who refuses to talk. She thinks 
it’s the salesman’s job to find out what kind of shoe she wants 
—and she refuses to answer any questions. 
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| styles available, 


| shelves. 
| tion ideas this year, more than usual, 
| perhaps. 
| number one, of course. “Conserving for 


2.. But mention Scuffless “Pyraheel” and watch her turn into 
a human talking machine. For every woman has a lot of woe to 
tell about scuffed heels. ““Pyraheel” has saved many a sale for me! 


You can avoid complaints by specifying 
Du Pont Scuffless “Pyraheel’’ plastic heel 
covering. It comes in almost all colors and 
leather effects. Costs you nothing extra— 
and is used by almost all manufacturers. 


Scuffless heels give you an extra talking 
point, too. They resist checking, cracking 


and scuffing—and look new as long as cus- | 
tomers wear the shoes. Remember to specify | 


Scuffless heels on your next order. 





HOW TO WIN $10 











| Shoes for an Active 


Summer 
[CONTINUED FROM PAGE 19] 


some thought of the future. Defense 
metals used in both roller and ice skates 
will also make these impJements of 
sport less available as time goes on. 


Pieaty of Fun this Summer 


Now, having faced a few of the fu- 
ture limitations on certain sports, the 
best thing is to go ahead on the assum- 
tion that plenty of. women -will be 
gardening; that bowling, tennis, golf 
and skating will be more popular as 
people are less free to drive long dis- 
tances and have less time to spend in 
recreation. Bicycling will be an impor- 
tant means of transportation as well 
as a popular sport in spite of the recent 
freezing of bicycle stocks. Official fig- 
ures are a 33% per cent increase in 
women’s bicycles in the past seven 
years. Informal outdoor activities and 
entertainment of all sorts will be the 
order of the day. Dancing on the green, 
as well as in the barn, will increase. 


Shoe Types Suggested 
Without attempting to cover all the 
we have shown in 
these sketches some of the shoe types 


| we think would be practical and attrac- 


tive for the Summer of 1942. You will 
probably think of-many others on your 
There are plenty of promo- 


The patriotic theme will be 


Victory,” as well as “Cultivating ... 
Gardening .. . for Victory.” And, of 


| course, there is “Keeping Fit for Vic- 
| tory.” 
| ing Happy and Contented for Victory” 
| and “Keeping Busy for Victory.” 


We should also suggest “Keep- 


Carry Complete Stocks 
|For Children 


PROVIDENCE, R. I.—The important 
factors in building a good children’s 
business, according to I. S. Forbstein, 


| manager of the shoe departments at 
| The Outlet Co., are to select good lines 
| and stick with them and carry a com- 
| plete stock. One of the department’s 
| largest selling lines has been featured 


continuously for 18 years; other lines 
have been handled for a number of 
years. 


Open Women’s Shoe Store 
PROVIDENCE, R. I.—Benross Shoes, 


| new retail establishment, was opened 
| recently at 206 Wayland Ave., 


here. 
The store will feature women’s shoes 
«xelusively in prices ranging from $2.95 
to $10.00. 

The business is owned by Benjamin 
Ross and T'udis Resnick, who also own 
the Tudi Shoe Store, Waltham, Mass. 
Mr. Resnick manages the Waltham 
store while Mr. Ross becomes manager 
of the newly opened store in this city. 
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Adopt Policies for Boston Shoe Fair 


Chairman H. O. Rondeau Announces Advance Reservations 
Larger Than Usual for Annual Exhibition, June 14 


Boston—Members of the New Eng- 
land Shoe and Leather Association’s 
Boston Shoe Fair Committee met re- 
cently at the association headquarters 
and determined the policies and regu- 
lations under which the next associa- 
tion-sponsored Fair will be conducted 
this year. The fair, which will be the 
23rd in the series of annual exhibitions, 
will be held on June 1, 2, 3 and 4 at 
two. official. hotels, the Hotel Statler 
and Parker House. This year, as in 
past years, assignment of rooms to ex- 
hibitors will be strictly in order of 
receipt of applications following the 
expiration of a 10-day option period 
which will be granted all last year’s 
exhibitors to reserve the same sample 
rooms occupied then. 

“Advance reservations, numbering 
several hundred, are larger than usual 
at this early date,” stated H. O. Ron- 
deau, chairman of the Boston Shoe Fair 
Committee, “and are a good indication 
of the future success of this Boston 
Fair, which is the industry’s largest 
showing of Fall and Winter styles and 
attracts shoe buyers from every state 
in the union and from Canada. The 
several attractions which have won the 
admiration of visiting buyers and ex- 
hibitors alike last year, the banquet 
of the Two Ten Associates and the Golf 
Tournament of the Boston Boot and 
Shoe Club, will again be major fea- 
tures of this show. It is our hope that 
every member of the trade who is plan- 
ning to visit Boston next June for this 
great fair will make his plans and res- 
ervations early to assure good hotel 
accommodatibns. Our committee will 
be happy to make all your arrange- 
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ments—merely write our secretary at 
210 Lincoln Street, Boston.” 

Members of the Boston Shoe Fair 
Committee for 1942 include: Chairman 
ex-officio, Louis H. Salvage, Louis H. 
Salvage Shoe Co., Manchester, N. H.; 
chairman, H. O. Rondeau, H. O. Ron- 
deau Shoe Co., Farmington, N. H.; 
vice-chairman, Charles T. Cahill, 
United Shoe Machinery Corporation, 
Boston; secretary-manager, Maxwell 
Field, Boston, and the following: Rob- 
ert H. Adams, Charles Cushman Co., 
Auburn, Me.; J. Edson Andrews, Gale 
Shoe Mfg. Co., North Adams, Mass.; 
A. F. Bancroft, Bancroft Walker Com- 
pany, Waltham, Mass.; Nat Barr, Barr- 
Bloomfield Shoe Co., Seabrook, N. H.; 
A. W. Berkowitz, Bourque Shoe Com- 
pany, Raymond, N. H.; A. S. Burg, 
A. S. Burg Company, Boston, Mass.; 
T. J. Callahan, W. L. Douglas Shoe 
Co., Brockton, Mass.; Samuel Cantor, 
Dartmouth Shoe Co., Brockton, Mass.; 
George A. Dempsey, Farmington Shoe 
Mfg. Co., Dover, N. H.; William E. 
Doyle, Doyle Shoe Company, Brockton. 
Mass.; Harry Engelman, Derman Shoe 
Co., Milford, Mass.; Arthur L. Evans, 
L. B. Evans’ Son Co., Wakefield, Mass. ; 
Louis Hartman, Hartman Shoe Mfg. 
Co., Haverhill, Mass.; T. Kenyon Holly, 
Holly Shoe Company, Littleton, N. H.; 
J. Izenstatt, Jay Shoe Mfg. Co., Cam- 
bridge, Mass.; C. Henry Jacobs, A. 
Jacobs & Sons Co., Lynn, Mass.; Sam- 
uel Katz, Hubbard Shoe Co., Inc., Roch- 
ester, N. H.; A. L. Kleven, Kleven Shoe 
Co., Spencer, Mass.; Joseph Koss, Koss 
Shoe Company, Auburn, Maine; Paul 
O. MacBride, Milford, Shoe Company, 

[TURN TO PAGE 44, PLEASE] 
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1940 Shoe Production 
Highest on Record 
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WASHINGTON, D. C.—Total produc- 
tion of shoes, boots and slippers, other 
than rubber, produced in 1941 reached 
the all-time high of 498,381,625 pairs, 
an increase of 94,230,153 pairs, or 23.3 
per cent, over 1940, according to the 
1941 summary recently issued by the 
Bureau of the Census, Department of 
Commerce. 

Included in this total and reported 
separately were 3,408,842 pairs of 
dress-type shoes and 11,875,732 pairs of 
work-type or service shoes for the gov- 
ernment. 

Men’s dress shoes totaled 88,742,876 
pairs, an increase of 16,011,106 pairs 
over 1940. Men’s work shoes totaled 
31,776,185 pairs, an increase of 2,125,- 
125 pairs. 

Women’s shoes amounted to 184,914,- 
902 pairs, an increase of 382,970,536 
pairs; youths’ and boys’ shoes, 19,158,- 
620, an increase of 3,882,468 pairs; 

[TURN TO PAGE 44, PLEASE] 





Feet that are Fit 


The shoe merchant who ob- 
serves National Foot Health 
Week by improving his fit- 
ting service is making a 
definite contribution to all- 
out wartime efforts. 


In every line of endeavor, 
men and women are work- 
ing harder and faster; ail 
are doing more walking, 
are more “foot conscious’ 
than ever before. Foot 
health and foot comfort are 
essential to high produc- 
tive effort. “Foot fatigue” is 
out-of-step with the-times. 
X-Ray is one means of improv- 
ing your fitting service that 





your customers will recognize 
and appreciate. What's more, 
they'll show their appreciation 
through increased pat- 

ronage not only for 

the duration ... but 

long afterward. 


—eed 


Make Every Week 
“Foot Health Week” 
If you failed to order your 
X-Ray in time for National Foot 
Health Week, do it now! No in- 
crease needed in your Capital 
Investment. Write for details. 


ALE 


X-RAY 


SHOE FITTER 4c. 


3533 NORTH PALMER STREET 


MILWAUKEE WISCONSIN 


34 





Greatest Shoe Purchase in World History 





Army Quartermaster Corps Releases Quantities and Prices 
On March 28th Allotment of 5,400,000 
Pairs of Service Shoes 


Boston, Mass.—Reversing its policy 
of refraining from making public de- 
tails of contracts awarded to manu- 
facture army service shoes, the War 
Department recently authorized the lo- 
cal Quartermaster Corps to release 
quantities and prices which apply to 
the March 28 purchase of 5,400,000 
pairs of Type II service shoes—be- 
lieved to be the largest order ever 
placed at one time by this or any other 
government. The total dollar volume 
of this huge order is $19,254,297,40— 
or an average price per pair of about 
$3.57.. Taking into consideration the 
changed specifications, it is said in the 
trade that this average price compares 
favorably with that which has been 
paid in the recent past. There is little, 
if any, change. 

The Type II service shoe, at least 
15,000,000 more pairs of which are yet 
to be made, it is rumored, has a single 
leather sole about 8% irons in weight 
with a rubber tap. The Type I shoe, 
not now being manufactured in quan- 
tity, calls for a leather slip sole of 6% 
to 7 irons and an outer sole of 9% to 
11 irons. 

The current order for 5,400,000 pairs 
calls for about half of the quantity 
to be delivered not later than May 31— 
the balance by June 30—thus putting 
a heavy strain on production facilities. 
The strain on the leather market will 
not be so severe, as the bidding had 
been generally anticipated and prepa- 
rations made to have ample stocks of 
sole leather and upper stock on hand. 

Analysis of the awards shows that 
approximately half the total quantity 
is to be made in the plants of five large 
manufacturers. The International Shoe 
Company, which, incidentally, was the 
lowest of the 54 successful bidders, is 
to manufacture 948,000 pairs in six 
factories—one in Illinois, three’in Mis- 
souri and two in New Hampshire. 
Endicott-Johnson Corporation, using 
four factories, will make 550,000 pairs 
at a price well under the average. The 
Brown Shoe Company will make 384,- 
000 pairs; the J. F. McElwain Co., 
500,016 pairs; and the General Shoe 
Corporation, 260,000 pairs. 

“Prices,” says an announcement from 
the local Army Base, “will be revised 
upward on part of shoes for June de- 
livery which will be furnished with 
leather heels and steel rims, the quan- 
tity of which has not yet been deter- 
mined.” 

Details of the award are as follows: 

International Shoe Co., St. Louis, 
948,000 pairs at $3.46. Endicott-John- 
son Corporation, Endicott, N. Y., 550,- 
000 at $3.495. J. F. McElwain Co., 
Nashua, N. H., 500,016 at $3.50. A. S. 


Kreider Shoe Mfg. Co., Elizabethtown, 
Pa., 20,000 at $3.535. Holland-Racine 
Shoes, Inc., 112,500 at $3.55. A. S. 
Kreider & Son Co., Palmyra, Pa., 25,000 
at $3.56. Brown Shoe Co., St. Louis, 
384,000 at $38.56. General Shoe Corpo- 
ration, Nashville, Tenn., 260,000 at 
$3.57. 

Craddock-Terry Co., Lynchburg, Va., 
135,000 at $3.57. Mid-States Shoe Co., 
Milwaukee, 80,000 at $3.58. Cannon 
Shoe Co., McSherrystown, Pa., 155,000 
at $3.58. Weyenberg Shoe Mfg. Co., 
Milwaukee, 170,000 at $3.58 and 10,000 
at $3.60. Hanover Shoe Co., Hanover, 
Pa., 50,000 at $3.58 and 4000 at $3.62. 
Ascutney Shoe Corporation, Hudson, 
Mass., 27,000 at $3.58. Daly Bros. Shoe 
Co., Boston, 112,000 at $3.60. John 
Pilling Shoe Co., Lowell, Mass., 31,250 
at $3.60 and 3750 at $3.62. 

Albert H. Weinbrenner Co., Milwau- 
kee, 60,000 at $3.60. R. P. Hazzard 
Co., Augusta, Me., 50,000 at $3.60 and 
16,800 at $3.67. Bedford Shoe Co., 
Carlisle, Pa., 51,000 at $3.62. Shelby 
Shoe Co., Salem, Mass., 60,000 at $3.62 
and 4000 at $3.67. Jung Shoe Mfg. Co., 
Sheboygan, Wis., 16,000 at $3.62. Joseph 
F. Corcoran Shoe Co., Stoughton, Mass., 
50,000 at $3.62. J. Landis Shoe Co., 
Palmyra, Pa., 78,000 at $3.62. Freeman 
Shoe Co., Beloit, Wis., 75,000 at $3.63. 

Milwaukee Shoe Co., Milwaukee, 
20,000 at $3.63. Allen-Squire Co., 
Spencer, Mass., 72,000 at $3.635 and 
19,488 at $3.66. William Brooks Shoe 
Co., Nelsonville, Ohio, 50,000 at $3.64. 
Belleville Shoe Mfg. Co., Belleville, 
Ill., 68,000 at $3.64. Hubbard Shoe Co., 
Rochester, N. H., 72,000 at $3.65 and 
24,000 at $3.67. Hill Bros. Co., Hudson, 
Mass., 64,000 at $3.65. Bridgewater 
Workers’ Co-Operative Association, 
Bridgewater, Mass., 25,000 at $3.65. 
G. P. Crafts Co., Manchester, N. H., 
25,000 at $3.65. 

Perry - Norvell Co., Huntington, 
W. Va., 51,000 at $3.65. Saco-Moc Shoe 
Corporation, Portland, Me., 25,000 at 
$3.65. Gardiner Shoe Co., Gardiner, 
Me., 12,000 at $3.66. John E. Lucey 
Co., Bridgewater, Mass., 60,000 at 
$3.67. Commonwealth Shoe & Leather 
Co., Whitman, Mass., $3.67. A. R. 
Hyde & Sons Co., 110,000 at $3.67. 
Charles A. Eaton Co., Brockton, 250,000 
at $3.67. Leonard & Barrows Shoe Co., 
Middleboro, Mass., 40,000 at $3.67. 
Doyle Shoe Co., Brockton, 40,000 at 
$3.67. E. J. Givren Shoe Co., Rockland, 
Mass., 50,000 at $3.67. Chippewa Shoe 
Mfg. Co., Chippewa Falls, Wis., 6000 
at $3.67. 

Knapp Bros. Shoe Co., Brockton, 
10,000 at $3.67. Knipe Bros., Ward 
Hill, Mass.,.25,000 at $3.67. Red Wing 
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Selby Perfecting Far-Flung License Plan 





Shoes to Be Made under Selby Patents in South America and 
Throughout the British Empire 


PORTSMOUTH, OHIO — The Ports- 
mouth Times, in its issue of March 29, 
published an in ing account of a 
new plan by which Selby Shoe Com- 
pany has entered into a series of license 
agreements for production of shoes on 
Selby patents throughout the Allied 
world. The Times story, written by 
L. W. Burns following an interview 
with L. M. Doty, treasurer of the Selby 
Shoe Company, said in part: 

“Footwear fashions originated in 
Portsmouth are being worn by women 
throughout the far-flung British em- 
pire, in South American nations and, 
who knows, after the war they may be 
spread elsewhere. 

“The manufacture of shoes on Selby 
patents in foreign lands will be reflect- 
ed materially in the shoe industry here. 
New styles, patterns and lasts for wo- 
men’s shoes will be developed and 
proved in the Selby plant and sent to 
foreign manufacturers for produc- 
Sn an, te 

“Just a fortnight ago 700: pounds of 
lasts and patterns were sent by express 
to New York and placed aboard a clip- 
per plane for Buenos Aires. Shipping 
time was cut thus from three weeks to 
four days. ... 

“In shoes, Portsmouth designers and 
craftsmen may become as internation- 
ally famous as were the Paris cou- 
turiers in gowns before the war. 

“Since the seasons in South America 
are the reverse of North America (it’s 
getting to be Autumn there now), the 
local factory staff will help to develop 
styles for two seasons at the same time 
—Spring here, and Fall there, and vice 
versa — adding to the fascination of 
the company’s foreign sales develop- 
ments... . 


“The most recent license agreement 
was consummated a few months ago 
with Alberto Grimoldi, Inc., of Buenos 
Aires, Argentina, where production of 
the Selby line will start soon in the 
largest high-grade shoe plant in South 
America. . . 


“In Sydney, New South Wales, it is 
Selby Shoes (Aus), Ltd. In this ven- 
ture, made 10 years ago, the Selby com- 
pany and David Jones, Ltd., Sydney’s 
largest departmental store, comparable 
to Macy’s in New York, provided 
capital for construction of the shoe 
plant. ... 

“In New Zealand, Selby Arch Pre- 
server and Physical Culture shoes are 
produced by Swinton & Oats, Ltd., of 
Auckland. The Styl-Eez line is pro- 
duced at Wellington, N. Z., by R. Han- 
nah & Son, Ltd. 

“In Canada, Murray- Selby Shoes, 
Ltd., produces the Arch Preserver, Tru- 
Poise and Styl-Eez lines at London, 
Ont. 

“In North Hampton, Eng., Manfield 
& Sons, Ltd., manufactures Arch Pre- 
server and Vani-Tred lines. The latter 
shoe formerly was produced by Selby 
in the old Excelsior shoe plant. 

“In Norwich, Eng., light-weight Styl- 
Eez shoes are made by Sexton Son & 
Everard. 

“In Kilmarnoch, Scotland, Styl - Eez 
welts are produced by the Saxone Shoe 
Co., Ltd. 

“A few weeks before World War II 
began, Selby had closed contracts in 
France, Usines Fenestrier of Romans, 
Drome, France, was to produce the 
Arch Preserver, and Morel & Gate of 
Fougeres, France, was to make the 
Styl-Eez. But war temporarily sus- 
pended these operations.” 





Predicts Successful Showing 


SAN FRANCIsco, CALIF. — William J. 
Ahern, convention manager for the 
California Shoe Retailers’ Association 
states the prediction of association 
president Carol Wills that this will be 
one of the most important trade gath- 
erings the shoe trade has experienced. 
“Wartime conditions have created a 
multitude of new and critical problems 
for every shoe buyer and manufac- 
turer. The association’s convention 
which will be held in this city in the 
St. Frances Hotel, May 24-27, will be 
dedicated to help in successfully meet- 
ing the challenge of these growing 
problems. It will demonstrate the 
tangible value and absolute necessity 
of trade cooperation in these times 
when united effort is essential to the 
survival of commercial enterprise,” 
Mr. Wills stated. 

“Attendance at this convention will 
give both retailer and manufacturer 
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the opportunity to analyze the many 
new merchandising ideas and revolu- 
tionary merchandise which have de- 
veloped through the impact of rapidly 
changing wartime conditions. New 
materials and designs influenced by 
the needs of today’s retail shoe busi- 
ness will do much to indicate Fall mar- 
keting trends.” 


Sells Shoe Business 


RocHestsr, N. Y.—William Kine has 
sold his shoe store at Webster, N. Y., 
which he has operated successfully for 
the past 15 years, to Ward Tinklepaugh, 
who was associated with the Walk-Over 
Shoe Store at Syracuse, N. Y., for a 
number of years. 

Before going into the retail shoe busi- 
ness, Mr. Kine was employed by the 
W. B. Coon Company, footwear manu- 
facturers. Hereafter he will devote his 
time to a farm of which he is the owner. 











GRATEFUL FOR 
PROFIT-SHARING PLAN 


Harvey P. Hubbell 


HEALTH SPOT SHOE SHOP 


426 LOUISIANA ST. 
LITTLE ROCK, ARKANSAS 


To the opportunity which the 
Health Spot Shoe Shop plan of- 
fered him, Mr. Hubbell con- 
tributed his enthusiasm, ambi- 
tion and the sincere desire to 
make good. 

The satisfaction that he has 
gained is expressed in the state- 
ment he recently made, that “My 
association with the Health Spot 
organization has been the hap- 
piest and most successful of my 
life.” 

Recognizing that the Health 
Spot Shoe Shop plan offered him 
a most unusual opportunity, Mr. 
Hubbell was willing to make the 
most of it with sincere, con- 
scientious effort. 

This is the story of successful 
Health Spot Shoe Shop oper- 
ators all over the country—men 
who are capitalizing on their 
ability for the first time, and 
making more money than ever 
before. 


NO INVESTMENT REQUIRED! 


The Health Spot Shoe Shop plan 
assures the operator of a regu- 
lar salary PLUS a liberal share 
of the profits, with no invest- 
ment required. 

Opportunities are always open- 
ing up for capable men to oper- 
ate Health Spot Shoe Shops. 
Send for application blank to- 
day. 


HEALTH SPOT SHOE SHOPS, INC. 
INDUSTRIAL AVENUE 
DANVILLE, ILLINOIS 
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CURRENT JOBS | 


from 15 of St. Louis’ finest factories 
conr’s — WOMEN'S — CHILDREN'S 


M. K. WEIL SHOE CO. 
1326 Washington Ave. St. Louls, Mo. 














Fred A Mayer With 
Moulton-Bartley 


St. Louis, Mo.—F red A. Mayer, for- 
merly president of the company bear- 
ing his name, has been appointed sales 
representative of Moulton-Bartley, Inc., 
for the North Central states. He will 
handle both Modeart and Genuine Skip 
lines. Walter Lutman, of Denver, who 
since Jan. Ist has traveled this terri- 
tory, is transferred to the coast, cover- 
ing Denver West, where he has spent 
the bulk of past score years with style 
shoes. 

At the Moulton-Bartley sa'es confer- 
ence and style show, April 10-11-12, 
three new lasts for walking and mili- 
tary types were introduced. 

When making the above announce- 
ment, sales manager Jim Legg stated 
also that the factory continues to ca- 
pacity on white “after Easter” pattern 
shoes for shipments from stock. Ex- 
tensive plans are already in effect to 
handle the early Fall rush, now under 
way. 
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Stress Shoes in Window and Fashion Show 


Birmingham, Ala.—One of the highly successful fashion shows of the year was 
that staged recently by the shoe department of Loveman, Joseph & Loeb during 
National Retail Demonstration Week. Attractive shoe styles were modeled by 


equally attractive employees of the store. 


All expenses were paid by Loveman, 


Joseph & Loeb, and the entire sum of $2,000 realized from the admission price of 
fifty cents was given to the U.S.O. Music was furnished by a local ten-piece 
orchestra, and dancing was enjoyed by those attending. The window shown above, 


from the men's shoe depa 


rtment, was used to promote shoes during this week. 


Joe Apolinsky is display manager of the store. 





Ineichen With Holt Shoe Co. 


St. Louis, Mo.— George Ineichen, 
formerly sales manager of the Varda- 
man Shoe Company, St. Louis, recently 
became associated with the Holt Shoe 
Company, Oconto, Wis. In his new 
connection Mr. Ineichen will have 
charge of styling and sales. 


New Manager Appointed 


KNOXVILLE, TENN.— Phil Hamburg 
was recently appointed manager of 
Brown’s Bootery here. Mr. Hamburg 
started in the shoe business in 1922 
with C. F. Hovey Co., Boston, Mass. 
He was with the Travelers Shoe Co., 
as manager of the Paterson, N. J., store 
from 1925 to 1927. From 1927 to 1940, 
Mr. Hamburg was connected with the 
Winkelman Shoe Mfg. Co., for whom 
he managed departments and stores in 
Washington, D. C., Baltimore, Md., 
Philadelphia, Pa., Boston, Mass., and 
at Cincinnati, Ohio, for 7 years. 

Recently he was associated with the 
John Shillito Co., Cincinnati, Ohio. 


In New Location 


New York—Abraham Schwartz and 
Morris Spitzer, who have been conduct- 
ing their business for the past 25 years 
at 91 Reade Street, have taken new 
quarters at 105 Reade Street, New 
York, N. Y., specializing in men’s and 
boys’ shoes. 


Rand on Board of 


Electric Company 


St. Louis, Mo.—Frank C. Rand, 
chairman of the board of the Interna- 
tional Shoe Company, was elected a 
director of the Union Electric Company 
of Missouri, recently, along with the 
election of James H. Grover, president 
of the St. Louis Union Trust Company, 
and five other directors who were re- 
elected. 

The management stated, with regard 
to the nomination of the new directors, 
that it would be advantageous to have 
on the board experienced men of proven 
loyalty to the best interests of the 
community. 


Feilich to Buy for 
Tober-Saifer 


St. Louis, Mo.—Robert (Bob) 
Feilich recently became associated with 
the Tober-Saifer Shoe Company as 
buyer. Mr. Feilich has a considerable 
background of experience in the shoe 
business. From 1928 to 1936 he was 
buyer of debutante and children’s shoes 
for R. H. Macy, New York. In 1936 to 
1938 he was with L. Bamberger & Co., 
Newark, N. J., in the same capacity. 
From 1938 up to the present time he 
served as buyer of women’s and chil- 
dren’s shoes as well as accessories for 
the two large Alexander stores in New 
York. 
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Easter Shoe Sales Ahead 


[CONTINUED FROM PAGE 17] 


getting under way since February 1, during which 
month the average dollar increase was about 28 per 
cent, merchants assumed that it was due entirely to the 
well-advertised increase in public purchasing power. 
They revised their opinion later, however, when in 
addit:on to buying Spring shoes, the same public be- 
came insistent on buying Summer footwear as well. In 
some stores, multiple-pair sales became the rule, rather 
than the exception. In at least one case it was reported 
that women, after buying shoes for themselves, moved 
over to the men’s section and left with shoes for their 
menfolk as well. Stores which had taken early delivery 
on white shoes, ordinarily unsalable until about two 
weeks following a late Easter, did a land-office business. 
Other types of sport footwear were equally in demand, 
particularly perforated patterns in men’s shoes and 
sandal types, in colors, in women’s. In this latter cate- 
gory, reds and even bright greens were bought. 

Pump types furnished the bulk of the business done 
in women’s high style footwear—blacks, blues and a 
few browns in kid leather or gabardine being the 
favorites, especially when trimmed with patent leather. 
Open-toed models were popular with practically every 
age group. In sport shoes girls and women both bought 
the saddle pattern and two-tone moccasin types. Walk- 
ing oxfords of brown calf leather were big sellers and 
have been, in fact, since January. 


As summed up by one merchant, there “undoubtedly 
is more money to spend but most of this business is 
being done in anticipation of shortages and higher 
I don’t like it for two reasons—it will mean a 
let-down later and it may hasten the day when a price 
ceiling will have to be placed on footwear of all kinds.” 

* 


prices. 


BIGGEST EASTER TRADE IN 10 YEARS 


Mitwavukee, Wis.—Shoe dealers here participated 
with other merchants in the heaviest pre-Easter business 
in the past ten years. Sales have been reported brick 
in all lines, with men’s work shoes particularly receiving 
a heavier than ordinary demand. Federal reserve re- 
ports for four weeks ending Mar. 21 showed Milwaukee 
doing 33 per cent more retail business than in the same 
weeks a year ago. 

First among reasons for the local spurt in business is 
the increase in payrolls resulting from expansion of 
the war industry. Factory pay checks in the Milwaukee 
metropolitan district in February averaged $37.55 a 
week against $36.87 a week in January and $31.97 last 
February. 

Continued mild weather previous to Easter also con- 
tributed to the brisk business. Generally, it was re- 
ported, persons are buying better quality shoes. Al- 
though merchants report purchases of two and three 
pairs of shoes by a single customer, there has, for the 
most part, been little evidence of hoarding. 

[TURN TO PAGE 39, PLEASE] 
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WEEJUN 


Bass is proud to have originated the now fa- 
mous WEEJUNS — leisure-style leader and fine 
profit-maker of the last few seasons. It is a style 
destined to stay for many years to come, as 
customers learn to ——— the value of 
relaxation more and more. Feature BASS 
WEEJUNS, for men and women, and see what 
top-quality leathers combined with top-notch 
style can do for your sales chart! 


SCANJUN 


BASS SCANJUNS —- brother and sister 
to the Weejun—are delightfully designed 
with an eye to getting extra-pair sales 
and extra-pair profits for you. 





NATIONALLY 
ADVERTISED 
Esquire 


Mad 





-+-. and other 

important style 
ublication 

SADDLE 4 . 


Carefree comfort is an all-time selling 
int symbolized in the jaunty style of 
ASS SADDLES. Year-round favorites 
of lads and lassies of all ages. Cash in on 
their ularity by high-spotting BASS 
SAD: in your store! 


Write to G. H. BASS & CO., Dept. 8.5-16, Wilton, Maine 


Get Your 


FREE CATALOGUE 





Moccasins 


EE OF OF ee ee OF et 


MOC-ABOUTS 


Reg. U. 8. Pat. Off. 
In Stock For Men, 
Women & 





NASHUA SLIPPER CO., Lowell, Mass. 
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Women's Shoes 





QUALITY 
WOMEN'S SHOE JOBS 


FROM 
AMERICA’S FINEST FACTORIES 


BARIS SHOE CO., INC. 
79-81 Reade St., New York City 











St. Louis Jobs 





PROMOTION 
SHOES 


St. Louis’ finest makes always 
on the floor. 


JOBS .. . SAMPLES 
CANCELLATIONS 


Women's better 
in dress and sport 
SCHNEIDER SHOE CO. 
1404 Washington Ave., St. Louis, Mo. 











Greatest Shoe Purchase 
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Shoe Co., Red Wing, Minn., 15,000 at 
$3.67. A. Freedman & Sons, New Bed- 
ford, Mass., 50,000 at $3.67. John A. 
Frye Shoe Co., Marlboro, Mass., 25,000 
at $3.67. Farmington Shoe Co., Dover, 
N. H,, 25,000 at $3.67. Conrad Shoe 
Co., North Abington, Mass., 12,000 at 
$3.67. Sam Smith Shoe Co., Newmar- 
ket, N. H., 45,000 at $3.67. Gil-Ash 
Shoe Co., Fitchburg, Mass., 15,000 at 
$3.67. Curtis-Stephens-Embry Co., 
Reading, Pa., 20,196 at $3.67. E. E. 
Taylor Corporation, Boston, special lot 
of 16,000 at $4.15. 


Additional Goatskin and 
Metal Controls 


WASHINGTON, D. C.—Under Conser- 
vation Order M-114, the War Produc- 
tion Board on April 1 assumed control 
of all supplies of goatskins suitable for 
military purposes. The order also limi- 
ted the amount of raw goatskins, raw 
kidskins, raw cabretta skins, and India 
tanned goatskins that may be put into 
process by any tanner during the month 
of April to 80 per cent of the monthly 
average of skins put into process dur- 
ing 1941, This percentage is subject to 
monthly revision in accordance with 
the number of skins imported. 

The Shoe and Leather Products Sec- 
tion, WPB, has suggested that shoe 
manufacturers immediately cut the use 
of tacks by 20 per cent to reduce the 
amount of tack plate and other metal 
for tacks consumed by the industry. 

To effect such a reduction, the branch 
outlined for manufacturers a maximum 
number of tacks it believes should be 
used in the various phases of shoe 
products. The number of tacks to be 
used is as follows: 

Insole tacking: Welt, 6 tacks. per 
pair; stitchdown (lasted out), 4; 
stitchdown (lasted in), 6; nailed work, 
0; men’s McKay dress, 2; women’s 
McKay (including cemented and Little- 
way), 6. Extreme small-sized children’s 
shoes might well be made with fewer 
tacks than suggested above. 

Assembling: Nailed work (if no in- 
sole tacks are used), 6; all other 
types, 2. 

Pull over: All types, eliminate toe 
back on plain toe and possible tip 
shoes; McKay, eliminate one to three 
tacks each side of toe. 

Side lasting: Nails and staples may 
be reduced by wider spacing, lighter 
tacks and reducing length of staple to 
minimum. 

Toe lasting: Welt, 0. It is possible 
in many shoes to anchor the toe wire 
to the pullover tacks instead of using 
special tacks for this purpose. 

Heel seat lasting: All types, 28. 

Heel seat nailing: All types. 

Nails can be spaced wider than usual 
practice. : 

Welt butting: 0. 

Heeling: Leather heels—Heel nails 
used in leather heels may be reduced 
as much as 20 per cent. Reduce or 
eliminate slugged heels. 

Rubber heels—Fewer breast nails 
can be used in many cases. 

Additional conservation, the branch 
said, may be effected by more thorough 
supervision of loading machines with 
tacks. The pullover, side laster, heel 
seat laster, loose nailer, and the McKay 
heeling machines should be given spe- 
cial attention. 

The branch also urged that manu- 
facturers report to it, by April 30, the 
progress that has been made in effect- 
ing the proposed conservation program. 


Orchestras Entertain at 


USMC Get-Together 


Boston, Mass.—The United Shoe 
Machinery Corporation’s dance and 
concert orchestras entertained em- 
ployees of the company and 75 service 
men at the eleventh annual concert, 
dance and get-together held at the 
Hotel Bradford, recently. Over 2000 
employees attended. Before the con- 
cert, the annual dinner was held by the 
Boston office orchestra, the concert 
group and the dance orchestra from 
the Beverly factory. The program also 
included guest artists—the Boston 
Singers, and Rolland Tapley, violinist, 
of the Boston Syphony Orchestra, who 
is coach of the Boston office orchestra. 

The concert was directed by Joseph 
C. Stout, manager of the Boston office; 
Eugene S. Clarke directed the dance 
music by the Beverly factory orchestra. 

Sidney W. Winslow, Jr., chairman 
of the board was present as a guest. 
Albert W. Todd, president of the com- 
pany was also a guest. A special fea- 
ture of the evening was the presenta- 
tion for the first time of the “USMC 
President March,” composed by Mr. 
Stout and dedicated to Mr. Todd. 


Announce Fall Style Show 


SAN ANTONIO, TEx.—The Sixth 
Annual Southwest Fall Style Show will 
be held at the Adolphus Hotel, Dallas, 
Tex., May 17, 18, 19, 20, according to 
an announcement by W. T. Mitchell, 
secretary manager of the Southwestern 
Shoe Travelers’ Association. Much in- 
terest is already being shown in the 
event. It is felt, according to Mr. 
Mitchell’s announcement, that regional 
shows such as this are beneficial and 
necessary to supply regional merchants 
as well as the public with shoes. The 
smaller merchant cannot afford either 
the time or the money to make trips to 
metropolitan shoe centers, whereas he 
can attend regional shows. 

The semi-annual business meeting of 
the association will be held Saturday 
afternoon, May 16th. 


Automatic Folding Machine 


New YorK—The Cutting Room Ap- 
pliances Corp. of 45 West 25th Street 
introduced their new CRA Automatic 
Fabric Folding Machine at the Allied 
Industries Exhibit. 

This new technique in shoe-folding 
helps to make a better fitting shoe, 
since the linings and fabrics are laid 
naturally, instead of being folded with 
the uneven tension caused by hand 
spreading. Moreover, the machine 
works on a table, a much easier and 
faster process. 

The response to this new type fold- 
ing machine at the show was enthusi- 
astic. 
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For Yor SPRING TRIM 


Green and Tan Color Design on White Cards 
and Matching Price Tickets. 


ie == Aon 


ceiving our sam- 
ple mailings, just 
Gur, 
154” x 21/4” inte 


ses | 


a 
150 Different of Tires 





DISPLAY CARDS: 60c Each; 3 for $1.50 


List of texts to select from will be sent on request 
Biank cards with design illustrated 4 for $1.20 


Detailed Information on Monthiy Service at Your Request 
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“Keep Your Feet... and 


Do A Better Job For Victory” 


for Vistar 6 home or out- 
side. All — styles are) 
basie types with cushion- 
comfort Fj een They are 
: comfortable, 


EADING stores everywhere 
Li" feature Bellaire Shoes 


ey are to- 
day's shoes for today’s wo- 
al Because they have 
to help women They 
Kae Theis Feet” in jobs well apd stand up under 
long, hard wear. 


Write for Spring 1942 Catalog 
Py ea Stes 


$5 10 $6 


RETAILERS 





Easter Shoe Sales Ahead 


[CONTINUED FROM PAGE 37] 


Some stores have been having difficulty keeping pace 
with their shoppers in service. More clerks than usual 
are being employed, but not as many clerks as the stores 
would like to hire. Male help is getting scarce, with 
men going into the military or taking defense jobs. 

Female help, according to reports, is increasingly 
hard to keep or get. Women are finding better paying 
work in factories, while some have quit clerking so 
they will give their husbands a dependent to lessen his 
chances of being drafted. 


7 - * 


SELLING SPLURGE IN PHILADELPHIA 

PHILADELPHIA—Philadelphia has just gone through 
a selling splurge. The week preceding Easter produced 
sales records that, in many stores, were truly extraordi- 
nary. 

Breaking down the frends into averages from the 
wholesale houses the following surprising facts come 
to light: Up to four weeks ago reds, greens and multi 
colors were but about 5 per cent, but in the last three 
weeks these colors jumped to more than 60 per cent. 
One large wholesaler’s heaviest demand was for brown 
and white, while others reported a big call for beige 
with brown tips and foxings. Spectators and play shoes 
also were in good demand. 
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D. J. Hunn, of the Hunn Shoe Co., has the season’s 
greatest break-down figured as follows: Blue (navy), 
40 per cent; High Colors, 25 per cent; dress-up beige, 
15 per cent; patents and black gabardines, 20 per cent. 
These figures are drawn from the territory which Mr. 
Hunn serves—west to Pittsburgh, south to Washington, 
north to Buffalo. One surprising fact was the tremen- 
dous call for antique leather, normally a Fall seller. 
Even wheats, with antique trimming, are in big demand. 


ST. LOUIS GROUP REELECTS OFFICERS 

St. Louts, Mo.—At a meeting of the St. Louis Shoe 
Manufacturers’ Association this week all officers and 
directors were reelected for another year. It was de- 
cided by the nominating committee that, because of the 
war emergency, it was wise to have the incumbents 
carry on. The officers of the association are as follows: 
President, C. L. Hein, Vitality Shoe Co.; first vice- 
president, Louis K. Kane, Boyd-Welsh, Inc.; second 
vice-president, A. C. Fleener, Blue Ribbon Shoemakers; 
secretary, A. M. Burton; treasurer, A. G. White, Brown 
Shoe Co. 

The Board of Directors who were reelected are as 
follows: J. W. Howe, Johnson, Stephens & Shinkle Shoe 
Co.; A. E. Farrar, Friedman-Shelby Shoe Co.; William 
S. Milius, Milius Shoe Co.; E. J. Hopkins, Peters Shoe 
Co.; Walter A. Stein, Wolff-Tober Shoe Mig. Co. 
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Shoe Repair Man Wins 
Checker Title 


BurraLo, N. Y.—After a year of 
playing checkers by mail, James Mar- 
tino, 47 years old, owner and operator 
of a shoe repair shop at 1516 Hertel 
Avenue, Was recently crowned United 
States Correspondence Checker Cham- 
pion. It was the first time that he en- 
tered the competition which included 
200 entries from all over the country. 

After the final round, in which he 
played 15 other contestants simultane- 
ously, Mr. Martino emerged from the 
tourney with 130 points, the champion- 
ship, and the award, a wrist watch. 

Mr. Martino became interested in 
checkers 18 years ago ‘when he opened 
his shop. At first he played to amuse 
an elderly friend, not because of any 
particular interest in the game. The 
game grew on him, however, and some 
time later he saw a man in a barber 
shop reading a treatise of .checkers. 
That kindled his interest even more, 
and today he has a library of checkers 
books worth $300., Checkers is his full- 


time hobby and he is an Looe member __ 


of the Buffalo Ch 


40 





Dates to Remember 


Annual White Shoe Show, Greater 
Buffalo Shoe Retailers’ Associa- 
tion, Hotel Statler, Buffalo, N. Y. 

April 12, 13, 1942 


NATIONAL FOOT HEALTH 
WEEK. April 20-25, 1942 


Monthly Shoe Buyers’ Days, Mich- 
igan Shoe Travelers’ Association, 
Hotel Statler, Detroit, Mich. 

May 4, 5, 1942 


Introduction of Fall Footwear Fash- 
ions, St. Louis Shoe Manufac- 
turers Association, New York 


Volume Shoe Manufacturers’ Fall 
ee Hotel New Yorker, New 
May 3, 4, 5, 6, 1942 


Annual Dinner, Boot and Shoe 
Travelers’ Association of New 
York, Hotel Pennsylvania, N, Y. 

, May 5, 1942 


Central States Shoe ag 
Morrison, Chicago, 
May 17, ie 19, 20, 1942 


Annual Shoe Show, Iowa National 
Shoe Travelers’ Association, -~ 
Chamberlain, Des Moines, 

May 17, 2. ‘I9, 1942 


Southwest Fall Style Shoe Show, 
Adolphus Hotel, Texas. 
May 17, 18, 19, 20, 1942 


Mid-Western Shoe Travelers’ Show, 
Cornhusker Hotel, Lincoln, Neb. 
May 24, 25, 26, 1942 


Convention, California Shoe Retail- 
ers’ Association, Hotel St. Francis, 
San Francisco, Cal. 
May 24, 25, 26, 27, 1942 


Annual Convention, Pacific North- 
west Shoe Retailers’ Association, 
Portland, Ore. 

May 30, 31, June 1, 2, 1942 


Boston Shoe Fair, Hotel yal 
and Parker House, Boston, Mass 
June 1, 2, 3, 4, "1942 


Annual Convention New York Shoe 
Retailers Association, Hotel 
Statler, Buffalo, N. Y. 

June 14, 15, 16, 1942 


Golf Tournament Central Pennsyl- 
vania Shoe and Leather Associa- 
tion, Lancaster Country Club, 
Lancaster, Pa. June 19, 1942 


Fall Shoe Show, Michigan Shoe 
Travelers’ Club, Hotel Statler, 
Detroit, Mich. July 6, 7, 8, 1942 


Hotel 





Moves to Company Office 


New YorK—Joe Altman, who has 
covered the New York territory for 
Holland-Racine Shoes, Inc., for the past 
six years, is moving from his quarters 
at 149 Duane Street to the office of the 
company in the Marbridge Building. He 
will take charge of his territory from 
this office and will maintain a complete 


Beaumont Appointed 
To University Post 


RocHesTter, N. Y.—John A. Beau- 
mont, president of the New York State 
Shoe Retailers’ Association, has been 
appointed a member of the staff of the 
Vocational Education Department of 
the University of Texas and has moved 
to Austin and taken up this work in 
the Lone Star State. 

Mr. Beaumont, a member of the re- 
tail shoe firm of E. A. Beaumont Com- 
pany, Albany, N. Y., has for the past 
few months been in Washington, D. C., 
serving as subject matter specialist in 
shoe merchandising for the United 
States Office of Education. Since his 
work there was completed, Harold 
Volk, president of the National Shoe 
Retailers’ Association, concluded that 
he would be the logical man to carry 
on work along similar lines in Texas. 
In the extension division of the Uni- 
versity of Texas he will be occupied 
with duties of the new job in all parts 
of the state. 

The appointment of Mr. Beaumont 
to the Washington post, where he de- 
voted six months as head of the shoe 
retail division in the Office of Educa- 
tion, was made on the recommendation 
of Lee E. Langston, Carl Burgstahler, 
David D. Hirschler and other promi- 
nent shoe authorities. 

Dr. B. Frank Kyker of the Office of 
Education strongly approved the course 
in shoe merchandising prepared by Mr. 
Beaumont with the support and under 
the supervision of the National Shoe 
Retailers’ Association. 


W. T. Stephenson 


St. Louis, Mo.—W. T. Stephenson, 
Southwestern representative for Johan- 
sen Bros. Shoe Company, died here 
recently after an illness of only a few 
weeks. Mr. Stephenson had been con- 
nected with the Johansen organization 
for the past twelve years. He had a 
wide knowledge and experience in the 
shoe business as well as a host of 
friends. 

He is survived by his son, Cuthbert, 
and his widow, Louise B. Stephenson, 
who resides at 5501 Waterman Avenue, 
St. Louis. 


Con Quinn 

Farco, N. D.—Con Quinn, salesman 
for The Selby Shoe Company, died here 
recently, following an illness of several 
months caused by a heart ailment. 
Burial was at Sedalia, Mo. 

Mr. Quinn was widely known in the 
Middle West, having represented the 
Arch Preserver Division for over 
twenty years in the states of Iowa, 
Minnesota, and North and South Da- 
kota. 

He is survived. by two brothers, 
James and Frank Quinn. 
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FIELD BOOTS 








BUY NOW & BOOST SALES 
Send for Catalog—Asco Athletic Footwear 


RIDING—JODHPUR—WESTERN-—FIELD-BOOTS 
A Complete Line for Men and Women 
IN STOCK—AT ONCE DELIVERY 


New Improved Lasts 
Authentic Styling 

Widths for Perfect Fitting 
Popularly Priced 


JODHPUR BOOTS 















THE ARNOFF SHOE CO., IOI DUANE ST., N. Y. C. 











Front and Interior a Unit in New Store 

























This view of the exterior of the new Queen Quality Shoe Store shows piainly the 


effect of the wide, transparent door and the “unframed” windows. 


Note that the 


same ceiling runs through windows, vestibule and store interior. 


New YorkK—The new Queen Quality 
Shoe Store, opened recently in the 
Empire State Building, is designed on 
the new principle of having the least 
possible separation between the store 
and street. In the drawing-up of plans, 
both the front and interior were con- 
sidered together, as one unit, not as 
separate problems of design. The 
objective was to make the entire store 
a part of the display and to create an 
invitingly open effect. 

To do this, the tempered glass form- 
ing the windows runs from the black 
granite base clear to the ceiling. While 
the base is trimmed in aluminum and 
bronze, no metal separations interfere 
with the transparency of the glass. 

The windows are treated essentially 
as an exhibit area for the shoes. No 


attempt is made to “frame” the win- 
dows. Use of any elaborate materials 
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or trimmings is avoided. In order fur- 
ther to focus attention on merchandise, 
direct spot lighting is used in the 
windows. The large picture window in 
the rear of the store front gives un- 
obstructed view into the store, thus 
bringing the interior closer to the per- 
son on the outside. 

An attractive color scheme distin- 
guishes the store interior. The ceiling 
is deep coral. Trim is a rich royal blue. 
The walls are built out to be flush with 
the shelves. Chairs are of birch with 
upholstery of a silky coated washable 
fabric in a rich coral. 

Fluorescent lighting is used in the 
interior. 

This Queen Quality store is being 
merchandised and managed by Paul R. 
Snyder, who formerly operated Queen 
Quality stores in New York. 


Testimonial for Shoe 
Travelers’ Secretary 


New York—In conjunction with the 
annual inner of the Boot AND SHOE 
Travelers Association of New York, to 
te held Tuesday evening, May 5, at 
the Hotel Pennsylvania, a testimonial 
will be presented to Charles Havranck, 
in honor of his tenth anniversary as 
secretary-treasurer of the association. 

Charlie, as he is known by all shoe 
men, has worked hard in the interests 
of the group and this tribute is well- 
deserved. In the many social affairs 
of the organization, outings, dinners 
and entertainment, Charlie has always 
been the guiding hand that planned, 
arranged and carried out the details— 
a lot of work, considering that he also 
successfully carries on his own work 
as sales representative of the Swan 
Shoe Company, from their office in the 
Marbridge Building, here. 


Association Contributes 
$1500 to Red Cross 


New YorK—M. Jacobs, president of 
the National Shoe Stores Benevolent 
Association, announces that the entire 
sum of $1,500, which was raised in con- 
nection with the association’s tenth 
anniversary dinner, has been turned 
over to the Red Cross War Fund. The 
money will be used by the Red Cross 
for its national and civilian defense 
activities. 

“We are highly gratified,” said Mr. 
Jacobs, “at the splendid turnout to our 
annual dinner. Only through the hearty 
and generous cooperation of the hun- 
dreds of friends and affiliates of our 
association were we able to achieve 
such a resounding success, and to ac- 
cumulate such an imposing sum for the 
use of the Red Cross. If we have been 
able in some small way to lend assis- 
tance to their great work, and to the 
successful culmination of the war 
effort, we will feel repaid a thousand- 
fold for the work which was put into 
the planning of our dinner.” 
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HELP WANTED 


SALESMEN WANTED 


WANTED TO PURCHASE 











PURCHASING AGENT 
WANTED 


PURCHASING AGENT WANT- 
ED BY LARGE SHOE MANU- 
FACTURER; must have experi- 
ence in buying materials for 
Women’s Style Factories. Write, 
giving age, experience, etc. 
Address 488, care 
BOOT & SHOE RECORDER 


100 East 42nd Street 
New York, N. Y. 











-,XPERIENCED SHOE STORE MANAGER 
for New York. State salary and details. 
Address £490, care Boot & Shoe Recorder, 100 
East 42nd Street, New York, N. Y 


OREMAN for Men’s and Ladies’ Slipper and 

Sandal Factory; wide experience; factory 
maintenance; intimate knowledge of Compo and 
McKay process; must operate all machines; 
know how to instruct new help and organize 
the shop. Only men with proven experience will 
be considered. State experience, salary and ref- 
erences in first letter. Address $491, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York, N. Y. 


S ELL ANY OF THE FOLLOWING AS A 
SIDELINE. Women’s Popular Price Novel- 
ties, Sports, Orthopedic; Men’s and Boys’ Dress 
and Work; Misses Dress and Sports. Terri- 
tories: Michigan, Ohio, Pennsylvania, New 
York, Carolinas, Connecticut. Address %461, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York, N. Y. 


MANUFACTURER SOFT SOLE SLIPPERS 
retailing up to $1.00. Several territories 
open. Commission basis. Address #492, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York, N. Y. 











SIDE LINE SALESMAN 








Chemist Wanted 


Preferably experienced in 
shoe cements, finishes, etc. 
Write stating age, experi- 
ence, technical education, 
salary wanted. 


Address 489, care BOOT AND SHOE RECORDER 
100 East 42nd Street, New York, N. Y. 














FOR SALE 


H'¢# CLASS FOOT HEALTH BUSINESS 
established over twelve years—owner retir- 





ing—Small Stock and office fixtures; low over- 
head; for particulars: Suite 227, Security 
Building, Pasadena, California. 





M INTERESTED IN SELLING SHOE 

BUSINESS in town of 150,000 people that 
has volume of over $50,000. This store is in 
100% location and will sacrifice to sell imme- 
diately. I have personal reasons for wanting 
to sell. Address $493, care Boot & Shoe Re- 
corder, 100 East 42nd Street, New York, N. -Y. 


SWELL SIDELINE for salesman coverinc 
large territory, entirely new slant—THE 
POLISH IN THE CLOTH—every store a 
potential customer, both for promotional and 
re-sale purposes. Address £496, eare Boot & 
gs meee 100 East 42nd Street, New York, 
w. . 


POSITION WANTED 


WANT TO MANAGE STORE; willing to go 
anywhere; have twenty-five years’ experience 
in retail store management, buying and salesman- 
ship. Address: Box $495, care Boot and Shoe 
Recorder, 209 South State Street, Chicago, Ill. 


LINE WANTED 


LOUISIANA REPRESENTATIVE, with ex- 

tensive following; late automobilé; perma- 
nent daily producer. Address $494, care Bovt & 
Shoe Recorder, 100 East 42nd Street, New 
York, N. Y. 























Open Baby Shoe Section 


SEATTLE, WASH.—Replete with infant 
and baby footwear, a new Baby Land 
has been created on the fourth floor of 
the J. C. Penney Co. store, here. Shoes 
for the little ones make this new sec- 
tion a complete fashion center with 





SHOE STORES WANTED 


79-81 Reade St., New York 
Unusual references on request 








CASH 


For Entire Stocks or Surplus Merchan- 
dise. This is a good time to dispose of 
them. We can use any quantity and 
pay the highest prices. 


CAMITTA SHOE COMPANY 
120 N. Feurth St., Philadelphia, Pa. 
Phone Lombard 2062 








BUYERS 


MANUFACTURERS—RETAILERS 
SURPLUS STOCKS 
We buy for cash surplus or complete shoe stocks. 
Branded or umbranded. Generous prices. 
Write, wire or phone. 
BARSH & 
19 N. wegese St. 


CEASAR 
Teateighta, Pa. 
hone Market 1 








us Wholesale 

Stocks. Also Branded Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 

Arch . A 
onians, Stetaon, Red Oross, Nuna-Bush, Ete. 

IRVIN RUBIN 
“The House of Jobs” 

88 Reade St., Cor. Church 

Barclay 7-7887. New York City 








SELL YOUR sone STOCKS 


KIRSCH-BLACHER CO., INC. 
established 1915 
We buy surplus or complete stocks of shoes 
from retailers, jobbers and manufacturers. 
Visit our new warehouses 
108-110 Duane Street, New York 
Phone: WOrth 2-5577 and 5378 end 5378 

















modern lighting fixtures and new show- 
cases, along with children’s furniture 
and shoe-fitting equipment. By means 
of this new lay-out, shopping is facili- 
tated for youngsters and mothers. 








CLASSIFIED ADVERTISING RATES 
The rate for “Position and Lines Wanted" advertisement is 4 cents per word for all undisplayed advertise- 
ments. Minimum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum 
charge, $1.25. Wheit a box number is desired twelve words should be added for the address. In all other cases 
each word of the address should be counted. 
The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 
© Advertisements for this page must be in our New York Office on Friday of the week preceding publication 
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Editor’s Outlook 
(Continued from page 24) 


time goes on—increasingly soe. We 
will need new lasts and new shoe mak- 
ing and more sole leather if these nec- 
essary workers in the war effort are to 
be shod—because wardrobe shoes don’t 
fit. 

Now when it comes to men, let’s 
discount the metropolitan male who 
lives in an apartment and think of the 
men who make up the work strength 
of the nation. By and large, they own 
the pair of shoes they are walking 
around in and may have a dress shoe 
in reserve. They kept their extra shoes 
in the shoe store because they knew 
there was always a pair there and dur- 
ing ten depression years they learned 
that few precious dollars were more 
important for other uses, all the way 
from food to booze. 

Consider the men in uniform. The 
5,400,000 pairs of Type No. 2 Service 
Shoes bought a week or so ago (and 
its only the beginning) drained the 
country of its top grade leather and if 
you want an example of that, just look 
at the price range—$3.46 to $3.67 and 
one lot at $4.15. The rapidly expanding 
forces under arms are going to use up 
all the prime hides and skins ‘because 
we’ve got to not only shoe our own but 
the fighting forces of other nations 
and the leather need is from every- 
thing in strap leather to clothing 
leather. 

You arrive at the point of wishful- 
thinking that leather grew on trees or 
came out of the ground. It’s a crop 
limited to the wrapping around meat 
and we haven’t as yet seen anything 
in its potential shortages. If you want 
the real truth, the American will be 
short on shoes six months from now to 
such a point that we will give A-1 
preference ratings to repair shops to 
extend the life of shoes, just as we are 
trying to extend the life of tires by 
retreading and recapping. 

By the law of averages, also, the 
stock of shoes in stores is limited to the 
rate of turn-over known to any busi- 
ness man. The two-time turn-over a 
year indicates that there is a six 
months’ stock on hand and inasmuch 
as it is a revolving stock, that doesn’t 
mean that it is on the wanted-wearable- 
types of shoes needed by the nation on 
a war-footing. 

No, Mr. Economist, if you cease shoe 
making tomorrow, we couldn’t coast 
on what we have for more than six 
months and I would shorten that con- 
siderably when you average in chil- 
dren’s footwear which have within 
them that definitely predictable element 
of growth limiting the life of the shoe, 
aside from the tough wear it is sub- 
jected to. 

So here we stand, perilously close to 
being in the toughest spot the shoe in- 
dustry has ever been and the vulner- 
able item is sole leather. 
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Retailers and 
Travelers Cooperate 


Des Mornes, lowa—Reservations for 
the Iowa Shoe Fair, to be held at the 
Chamberlain Hotel, Des Moines, May 
17-18-19, “have already totaled a larger 
amount than any Shoe Fair in Iowa 
history,” according to George Davis, 





GEORGE DAVIS 


convention chairman. The Shoe Fair 
is a joint presentation by the Iowa Shoe 
Retailers and the Iowa National Shoe 
Travelers. 

The Shoe Fair will enable the retail- 
ers to discuss their problems at their 
meeting and to place their Fall require- 
ments from the largest number of shoe 
firms ever assembled at one time in 
Iowa. The publicity committees of the 
retailers’ and the travelers’ associa- 
tions have advertising plans that will 
cover every shoe retailer in the state. 





Philadelphia Guild to 
Cooperate on Prices 


PHILADELPHIA.—At the suggestion of 
George N. Geuting, member of the 
Board of Directors of the National 
Shoe Retailers Association, President 
T. Dun Belfield, of the Philadelphia 
Shoe Merchants Guild, called a special 
meeting of that body to give considera- 
tion to the matter of consumer mer- 
chandise control. The meeting was held 
on April 6 and the following resolution 
was adopted: 

“Be it resolved, that the shoe retail- 
ers of Philadelphia be advised that the 
advancing prices that may take place 
in the cost of shoes should be always 
averaged with the stock on hand at the 
old prices, which has been our custom, 
and that no advantage be taken beyond 
the usual standard markup, on the com- 
petitive basis in Philadelphia. That the 
Guild offers its services and will coop- 
erate with the Government one hun- 
dred per cent to stop the spiraling of 
retail prices on shoes, 

“Be it further resolved that the 
Philadelphia Shoe Merchants Guild 
offers its one hundred per cent services 
to the chairman of the Retailers Ad- 
visory Committee. 





MERCHANTS’ NEEDS 





TALAY IIE 








“Be it further resolved that the mem- 
bers of the Guild sense the fact that 
this policy is the only policy for its own 
good as well as for the successful prose- 
cution of the war effort.” 


Shoe Market Opens 


SCHENECTADY, N. Y.—Schiff’s Super- 
Shoe Market has opened here in the 
former Schenectady Public Market 
Building, at 121-129 Broadway. The 
three-story building has been renovated 
throughout, and a number of changes 
have been made to care for the large 
shoe concern’s needs. A complete line 
is carried in men’s, women’s and chil- 
dren’s footwear with an unlimited 
choice of prices and styles. 








New Shoe Section 


Fort WAYNE, IND.—The Boston 
Store, 110 East Berry St., Fort Wayne, 
has remodeled a large section in the 
rear of its first floor into a new and 
modern shoe department, in charge of 
Hubert K. Hodson. The store’s shoe de- 
partment on the second floor has been 
discontinued. The new shoe department 
is larger and more accessible. Entirely 
new fixtures and stock were installed. 
Department carries men’s, women’s and 
children’s footwear. 





Joins Taymor Store 
As Manager 


WORCESTER, Mass.—Theodore Saimon 
of New York City has been appointed 
manager of the Taymor Shoe Store, 
Main & Foster Streets. Mr. Salmon 
has been associated with the Florsheim 
Shoe Co. for the past six years and has 
managed stores in several New En- 
gland cities. 


Bern Bros. Remodel 


HAMMOND, IND.— Bern Bros. Shoe 
store, carrying both men’s and women’s 
shoes, located at 5130 Homan Avenue, 
has recently remodeled and expanded 
considerably. The interior store space 
has been increased approximately five 
times the former area. An outstanding 
new front has also been installed. 
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The Quality STAIN 
Shoe Polish 
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The finest compliment you can 
pay to your customers of good 
taste (and increase your good- 
will) is to proudly recommend 


KIWI STAIN SHOE POLISH 


You will be amazed at the large 
number of repeat calls you will 
receive for this quality leather 
preservative. A FREE regular 
size container of KIWI and full 
particulars will be sent upon 
your request. 


LYONS & COMPANY 
122 DUANE ST., N. Y. C. 
SELL KIWI — AND BE SURE 








Boston Shoe Fair 
[CONTINUED FROM PAGE 33] 


Milford, Mass.; Roy Maling, Hermal 
Shoe Co., Everett, Mass.; J. E. Rines, 
Geo. F. Carleton & Co., Inc., Haver- 
hill, Mass.; Henry B. Rosenthal, Rosen- 
thal & Doucette, Inc., Beverly, Mass.; 
Frank §.*Shapiro, Consolidated Na- 
tional Shoe Corp., Boston, Mass.; Wil- 
liam Solar, Compo Shoe Machinery 
Corp., Boston, Mass.; Benjamin Stone, 
Stone-Tarlow Co., Ine., Brockton, 
Mass.; Samuel L. Slosberg, Green Shoe 
Mfg. Co., Boston, Mass.; E. H. Sulkis, 
Stein-Sulkis Shoe Co., Haverhill, Mass. ; 
A. P. Walker, Holmes, Stickney & 
Walker, Inc., Portland, Maine; James 
E. Wall, Wall-Streeter Shoe Co., North 
Adams, Mass.; Francis B. Masterson, 
president, National Association of Shoe 
Wholesalets. 


1940 Production 


[CONTINUED FROM PAGE 33] 


misses’ and children’s shoes, 47,912,200 
pairs, an increase of 7,162,074 pairs; 
infants’ shoes, 28,174,502 pairs, an in- 
crease of 6,424,949 pairs. 

Production of slippers and moccasins 
for house wear totaled 51,105,403 pairs, 
an increase of 4,718,801 pairs over 
1940. 
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A Buying Guide 


TO ADVERTISERS IN THIS ISSUE 


ALLIED KID CO., New York, Boston, Philadelphio 

ARNOFF SHOE CO., INC., New York City .... 

BARIS SHOE COMPANY, New York City ...... a aie gal , 42 
BARSH & CEASAR, Philadelphia, Po. ....... gpa as 42 
BAS a B GOL Wi ass. oo. ce ccc d ee 37 
BELLAIRE SHOE CO., Portland, Me. . heahhk ots  aeeees.c 39 
CAMITTA SHOE COMPANY, Philadelphic, Po. ........ = 42 
DUNDE SHOE RESHAPING DEVICES, INC., Los Angeles, Cel. a. 43 
DU PONT, E€. |. DE NEMOURS & CO., INC., Arlington, N. J. 32 
EVANS, JOHN R., & CO., Camden, N. J. ................... _.. Front Cover 
GALLUN, A. F., SONS CORP., Milwaukee, Wis. 25 
GOODWILL SHOE CO.., Holliston, Mass. 36 
GOODYEAR TIRE & RUBBER CO., Akron, O. ila 
GREEN SHOE MFG. CO., Boston, Mass. 

HEALTH SPOT SHOE SHOPS, INC., Danville, Ill. 35 
HOTEL McALPIN, New York City _. re 4 
HUBSCHMAN, 8., & SONS, INC., Philadelphia, Pa. ; 2nd Cover 
JOHNSON, STEPHENS & SHINKLE SHOE CO.., St. Louis, Mo. . 
KIEFER, EDGAR S., TANNING CO., Grand Rapids, Mich. . Pegs 40 
KIRSCH-BLACHER CO., INC., New York City 

LEVOR, G., & CO., INC., Gloversville and New York City 

LYONS & CO., INC., New York City 

NASHUA SLIPPER CO., Lowell, Mass. 

OHIO LEATHER CO., Girard, O. 

ROBERTS-HART, INC., Keene, N. H. 

RUBIN, IRVIN, New York City 

SCHNEIDER SHOE CO., St. Louis, Mo. 

TWEEDIE FOOTWEAR CORPORATION, Jefferson City, Mo. 

UNITED LAST COMPANY, Boston, Mass. 

UNITED SHOE MACHINERY CORP., Boston, Moss... _.. .6, 1, 3rd Cover 
VITALITY SHOE COMPANY, St. Louis, Mo. .. yeas na 
WEIL, M. K., SHOE CO., St. Louis, Mo. .. 36 
X-RAY SHOE FITTER CO., Milwaukee, Wis. . . o 


Boot and Shoe Recorder 





ViTA- TEMPERED. StrpoNGER 
THE SHANK IS A BRIDGE 





The steel shank, like 
a bridge, is a functional, weight bearing 
structure. When “United” engineers 
adapted a newly developed heat treating 
process to the tempering of shanks they in- 
creased the strength, hardness and tough- 
ness of the metal. Because of these im- 
provements and added metal vitality, the 
process has been called VITA-TEMPERING. 
Of importance to shoe manufacturers 
are the accuracy of fit and uniformity of 
bend preserved by VITA-TEMPERING. 
VITA-TEMPERED Shanks coming from the 
furnace are clean — free of oil. Clean 
shanks make cleaner shoes and lower 
finishing costs. 


. BETWEEN THE HEEL 
AND THE BALL 








An engineering achieve- 
ment—important to the 
shoe manufacturer be- 
cause it means... 


BETTER SHANKS! 








UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 





The popularity of these types of chil- 
dren’s shoes insures a steady sale over 
the next few months .. . a splendid op- 
portunity to set new turnover records 
... When prompt, accurate stock service 
is available . . . as it always is to 


Stride-Rite dealers. 


GREEN SHOE MFG. CO. 


*BOSTON+MASS- 


=( “STRIDE RitE )= 








